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ABSTRACT 
A STUDY OF THE PERCEPTIONS OF 
SELECTED SMALL MASSACHUSETTS MANUFACTURERS 
TOWARD EXPORTING 
By: Ralph A. Rieth, Jr., A.B., Dartmouth College 
M.B.A., University of Massachusetts 
Ph.D., University of Massachusetts 
Directed by: Dr. Bertil Liander 
In an attempt to discover some of the reasons for the 
failure of United States export expansion programs to attain 
their desired goals, this study investigated the perception 
toward exporting of small, high technology Massachusetts 
manufacturers. The hypothesis of the study was that ex¬ 
porters would differ from non-exporters in their perceptions 
of such factors of exporting as risk, profit potential, 
costs, problems, and personal rewards. 
A convenience sample of fifty-nine small, high technol¬ 
ogy Massachusetts manufacturers (34 exporters and 25 non¬ 
exporters) was selected. The principal products of these 
companies fell into six SIC groups (28, 34, 35, 36, 37, 38). 
For each company, the decision maker responsible for decid¬ 
ing whether or not his company will export, was personally 
interviewed. A programmed interview was used to help the 
researcher draw a composite picture of both the exporting 
and non-exporting firms and of their export decision makers. 
Vll 
At the conclusion of the interview, each decision maker was 
asked to rate forty-nine statements about exporting on a six 
point Likert scale from stronly disagree to strongly agree. 
These statements were developed to measure the five factors 
of exporting (risk, profit potential, costs, problems, and 
personal rewards) that were to be tested for the main hy¬ 
pothesis . 
During the course of the interviews, seven exporters 
were found who did not really appear to be interested in ex¬ 
porting. Often they were exporting only because of pressure 
from one of their large American customers, and they ex¬ 
plained to the researcher that exporting was a nuisance 
which they would avoid if they could. These seven were 
labeled non-committed exporters while the other twenty- 
seven who actively sought export business were called com¬ 
mitted exporters. Two sets of tests were run. First, all 
exporters were compared with all non-exporters as originally 
planned. Second, the committed exporters were compared with 
the non-committed exporters and the non-exporters. 
The results were tested using both a Kolmogorov-Smirnov 
non-parametric test and a multivariate discriminant analysis. 
The non-parametric analysis viewed each of the statements as 
a separate hypothesis, and the general hypothesis was evalu¬ 
ated by looking at the results of the forty-nine separate 
tests. The discriminant analysis, on the other hand, looked 
at the forty-nine statements as a group in order to determine 
how well they could discriminate between the various groups. 
Both tests strongly supported the hypothesis that exporters 
perceive the risk, profit potential, costs, problems, and 
personal rewards of exporting differently than do the non¬ 
exporters. When the non-committed exporters were paired 
with the non-exporters, the results were stronger than when 
all of the exporters were compared with all of the non-ex¬ 
porters , indicating that the perceptions toward exporting 
of the non-committed exporter tend to be closer to the non¬ 
exporter than to the committed exporter. 
Very little research has been done on the export prac¬ 
tices of small manufacturers. This study offers some in¬ 
sights into the reasons why many small companies do not ex¬ 
port. It also indicates that present government policies 
and practices to expand exports should not be expected to 
have the desired results. 
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CHAPTER I 
INTRODUCTION TO THE PROBLEM 
Prolegomenon 
Since 1945, the United States has been the leading 
economic power of the Western or Free world, and through 
the fifties, it enjoyed a strong, favorable balance of 
trade. It alone, of all the major powers, emerged from 
World War II without any major physical damage to its pro¬ 
duction and distribution systems. It was the U.S. dollar 
which, with gold, formed the basis for the international 
monetary system in the Bretton Woods Agreement. It was 
the United States with its Marshall Plan that spearheaded 
the reconstruction of Europe. It was the rise of the U.S. 
multinational corporation and its spread into developed 
and underdeveloped countries that gave the United States 
tremendous economic power throughout the world, even to 
the point where such critical authors as Servan-Schreiber 
in American Challenge and Kari Levitt in Silent Surrender 
pictured the United States as on the brink of dominating 
the world and reducing practically all of the rest of the 
countries of the world to second-class status. 
However, during the decade of the sixties, the situa¬ 
tion began to change. The country's favorable balance of 
payments was gradually reduced until it became negative. 
The effect of this change became apparent in the declining 
2 
position of the dollar. Since 1945 it, with gold, had 
been the standard in international transactions, then, as 
a result of the deteriorating balance of payments situa¬ 
tion, it suffered two devaluations in the early 1970’s, and 
continuing crises threatened further devaluations. 
Many factors contributed to this serious reversal in 
the balance of payments, including the reemergence of Japan 
and the western European countries as industrial powers, 
the massive amounts spent by the United States abroad in 
the form of military and civilian aid, the American multi¬ 
national corporation with its vast exports of capital and 
technology all over the globe, and the high rate of infla¬ 
tion in the United States which was triggered by the "guns 
and butter" policy inaugurated during the Vietnam war. 
As the decade of the seventies started, the U.S. gov¬ 
ernment attempted to reverse the negative balance of pay¬ 
ments trend but had only limited success. In 1973, spurred 
on by a devalued dollar, United States exports surged ahead, 
and it appeared that the battle had been won. Then came the 
Arab oil embargo with its accompanying runaway oil prices, 
and once again the value of imports exceeded exports. In 
the past year the situation has reversed again, but this 
time American farm products are largely responsible. Bumper 
grain crops enabled the United States to ship millions of 
bushels overseas to various countries, especially to the 
Soviet Union, where bad weather was responsible for serious 
3 
crop failrues. This is not a permanent solution to the 
problem, however, for agricultural products are subject to 
the vagaries of the weather, and the indications are that 
1976 will be a drought year in which there will be little 
if any surplus available for export. 
Therefore, in order to reverse the balance of payments 
trend of the early seventies permanently, exports of manu¬ 
factured products should be increased so that exports con¬ 
tinue to exceed imports until the deficit is eliminated, and 
then trade must maintain an even balance between exports and 
imports. This can be accomplished by cutting imports, in¬ 
creasing exports, or some combination of the two methods. 
Since decreasing imports would reduce the standard of living 
in the United States, it would be politically feasible only 
as a last resort. Therefore, the most prudent solution 
would appear to be to increase exports. 
Most of the studies in this area have concentrated on 
the larger firms, and, as a result, the few large companies 
that have accounted for the bulk of the exports from the 
United States have tended to overshadow the many small and 
medium sized firms that also export. It appeared that if 
a study of smaller businesses could determine why some ex¬ 
port and others do not, this information could be used by 
government and industry change agents to induce small non¬ 
exporters to export. Not only would such an increase in ex¬ 
porting help to alleviate the United States' balance of pay- 
4 
merits problem, but it would strengthen the small firms as 
well. This study is an initial exploration of such small 
businesses. 
Background on International Trade Theories 
Mercantilism, the dirst theory of international trade, 
was developed in Europe in the sixteenth and seventeenth 
centuries.^ Today it would be defined more accurately as 
"a set of principles and policies for international com- 
2 
merce." During this era many new national states had come 
into being, the spirit of nationalism was strong, and the 
welfare of the state was held to be more important than the 
welfare of the individual. It is important to note that 
the political and economic leaders, who emphasized these 
factors, controlled the state since most citizens could not 
vote and had little public influence. Because internal tax 
systems were inefficient or non-existent, most of the in¬ 
come for these new nation states came from funds received 
directly from foreign sources or indirectly from tariffs on 
imported products. 
These emerging European nations needed large armies 
"'‘Laurence P. Dowd, Principles of World Business (Boston, 
Massachusetts: Allyn and Bacon, Inc., 1965). This section 
borrows heavily from Chapter 4, The Theory of International 
Trade, pp. 69-84. 
^Ibid., p. 70. 
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and navies to protect their independence. Since universal 
military conscription was not yet in vogue, most countries 
depended on mercenaries, many of them foreign, for their 
military forces. The demands of the foreign mercenaries 
for pay in gold or silver forced these countries into a 
continuing search for precious metals, and this, in turn, 
gave rise to the mercantile theories or principles. 
The fundamental mercantile principle said that in order 
to grow and remain strong, powerful, and wealthy, a nation 
consistently had to export more than it imported. The sur¬ 
plus of exports over imports would be paid for in gold, and 
the nation would be wealthy and secure. To promote exports, 
the theory held, wages must be kept at the lowest possible 
levels in order to force the workers to work long hours to 
survive. Such a system would produce more and cheaper ex¬ 
portable goods. It is interesting to note the effect of 
this economic necessity on the society. Because this was 
pre-industrial revolution, manufacturing was labor intensive. 
This led to the need for a large labor force to make the 
economic system operate. Out of this need grew moral and 
religious philosophies that opposed any kind of population 
3 
control. Another principle of the mercantile theory en¬ 
couraged savings, not for reinvestment as would be the case 
today, but for building up stores of gold for the wealthy 
3Ibid., p. 72. 
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class. This gold acquired because payments received for ex¬ 
ports exceeded those paid for imports, was available to the 
state through voluntary or forced loans and could then be 
used to pay for necessary military defense. 
The mercantilist theories also led the European nations 
to search for colonies to exploit for the benefit of the 
homeland. For example, England’s mercantile policies of 
exploiting the American colonies were, to a large extent, 
responsible for the events which led to the American Revolu¬ 
tion. 
Largely due to the industrial revolution, world condi¬ 
tions had changed by the end of the eighteenth century, 
and mercantilism was gradually abandoned. In its place came 
new ideas about trade, and these are part of what is now 
called classical economics. Out of classical economics came 
the concept of comparative advantage which is the basic 
premise used to explain international trade. David Ricardo 
4 
is usually given credit for having developed this doctrine 
which holds that a nation gains by producing more of those 
goods in which it is relatively more efficient and by ex¬ 
porting these in return for goods in which its absolute ad- 
5 
vantage is least. 
^Ibid. , pp. 69-70. 
5 
Stefan H. Robock and Kenneth Simmonds, International 
Business and Multinational Enterprises (Homewood, Illinois: 
Richard D. Irwin, Inc., 197 3) , p. 17. 
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Robinson lists six factors or production inputs which 
should be considered in any study of comparative advantages. 
They are: 
1. Available natural resources, including arable land. 
2. Capital - which is anchored in the ability of a 
people to produce more goods and services than 
they consume, past and present. 
3. Unskilled labor - that labor requiring very little 
capital investment other than that needed to keep 
a person alive at near subsistence level until the 
age of productive labor. 
4. Skilled labor - that labor requiring substantial 
capital investment in education and training 
before a return is realized. 
5. Entrepreneurship - the psychological set that gen¬ 
erated creativity and risk-seeking, which in turn 
seems to be a function of heightened expectations, 
assurance of a socially acceptable minimum level 
of income, and high-level skill of economic value. 
6. Government - public services such as law and order, 
development of a currency system, enforcement of 
commercial law, maintenance of services including 
health, education, agricultural extension, and the 
like - all of which tend to generate an integrated 
national market and a long-lived, educated popula¬ 
tion. 6 
It can be shown that the principle of comparative advantage 
works not only where one country has an absolute advantage 
over another in producing one product but also in the case 
where one country has an absolute advantage over another 
7 
country in all products. 
g 
Richard D. Robinson, International Business Management 
(New York: Holt, Rinehart and Winston, Inc., 1973) , pT 30. 
7 
Dowd, op. cit., pp. 75-84. 
8 
Theoretically, if the law of comparative advantage were 
allowed to operate without restrictions, the whole world 
would benefit. Each country would make those products in 
which it has a comparative advantage. It would sell its sur¬ 
plus production on the world market and use the income to buy 
those products in which other countries have a comparative 
advantage. 
While most of the countries of the free world espouse 
the concept of comparative advantage, many of them limit im¬ 
ports of certain products either through the imposition of 
quotas or of tariffs. They do this to conserve foreign ex¬ 
change, to preserve nationalistic pride, to support national 
defense, to protect certain key industries, to protect jobs 
in certain areas and to counter unemployment, and so forth. 
In what areas does the United States have a comparative 
advantage? The American industrial machine has prospered as 
capital has been substituted for unskilled labor in ever in¬ 
creasing amounts, i.e., its high technology industries. To¬ 
day, as a result, the United States generally possesses a 
comparative advantage in goods which are relatively rich in 
resources, skilled labor, entrepreneurship, and government 
services. These in turn are a function, at least in part, of 




Robinson, op. cit., pp. 31-32. 
9 
As U.S. industrial firms grew larger, it became obvious 
that there were certain advantages in opening production 
facilities in other areas of the world. The reasons might 
be to obtain raw materials, such as oil or ores of various 
kinds, or to grow products unsuitable to the climate of the 
homeland, such as sugar cane or bananas, or to open produc¬ 
tion facilities in markets which were closed to exports from 
the homeland because of comparative cost disadvantages, tariff 
walls, or import restrictions. 
The use of foreign production facilities had been going 
on for years on a small scale, but following the second 
world war, the growth mushroomed. The leaders were the 
large American corporations, and by the middle of the sixties 
the American multinationals dominated the world’s industrial 
scene, thus adding a new dimension to international business. 
They expanded very rapidly, and soon many of the major mar¬ 
kets of the world were being supplied by "American” goods, 
goods made not in the United States but in one of many Amer¬ 
ican-owned plants abroad. 
International trade differs from domestic trade in one 
very important respect. The buyers and sellers, whether 
they are multinationals or small exporters and importers, 
are operating across international boundaries with different 
currencies in use on either side of these boundaries. These 
currencies may be readily exchanged for each other, or they 
may not. It is unlikely that in any given period the trade 
10 
between two countries will be exactly even, i.e., that coun¬ 
try A will buy exactly the same amount from country B that 
it exports to B. The balance of payments between nations 
has been traditionally made in gold or in one of the world’s 
strong currencies because there have been no truly interna¬ 
tional currencies. Prior to World War I the pound sterling 
was the currency of international trade. However, after the 
drain on Great Britain’s economic resources during the first 
World War, the pound began to decline until by 1945 its im¬ 
portance and prestige in international transactions has 
waned.^ 
The vacuum left by the decline of the pound and by the 
general world-wide chaos caused by World War II was filled 
in 1944 with the signing of the Bretton Woods Agreement. 
Among other things, this created the International Monetary 
Fund (IMF). "The IMF regulates and coordinates overall in¬ 
ternational financial relations.Its objectives as de¬ 
fined in the Bretton Woods Agreement are: 
- promotion of exchange-rate stability 
- maintenance of orderly exchange arrangements 
- avoidance of competitive currency depreciation 
- establishment of a multilateral system of payments 
and the elimination of exchange restrictions 
g 
Dowd, op. cit., p. 103. 
^Endel J. Kolde, International Business Enterprise 
(Englewood Cliffs, New Jersey: Prentice-Hall, Inc., 1968), 
p. 143. 
11 
- creation of a stand-by source of exchange reserves 
available to individual countries in case of mal¬ 
adjustments in international payments.H 
The fund used gold and the dollar convertible into gold 
at a fixed price of $35.00 an ounce as the basis of the in¬ 
ternational exchange of member currencies. The system worked 
well through the world wide reconstruction period of the late 
forties and the fifties. 
The Current Problem 
The dollar which has been the basis for the post-war 
economic recovery began to falter as European and Japanese 
economies flourished in the economic boom of the sixties. 
The dollar, with its value pegged at a fixed level in terms 
of gold, did not have the flexibility of the other major 
world currencies. In 1971 Peter G. Peterson, Assistant to 
the President for International Affairs, noted, as he looked 
back on this turbulent era, that it was the dollar which had 
kept the international exchange system operating. Since the 
Bretton Woods Agreement in 1944, the United States had 
assumed the role of surrogate central banker for the world 
and had kept the system going as long as it did only because 
it was willing to incur both the perennial balance of pay¬ 
ments deficits and the increasing world liabilities and de¬ 
clining currency reserves that resulted from these deficits. 
II 
Ibid., p. 148. 
12 
The problems arose because these deficits, which were financed 
in effect by loans from the various foreign central banks, 
caused the foreign bankers to lose confidence in the dollar 
and to charge that the United States was exporting inflation 
by autonomously increasing the world’s money supply. The 
Bretton Woods Agreement contained no corrective measures 
other than drastic deflation which the United States was un¬ 
willing to impose on its citizens and which would have been 
self-defeating in any case, since the U.S. balance of pay¬ 
ments deficits were the main source of international liquid- 
. . 12 
ity. 
The International Monetary Fund defines a country’s bal¬ 
ance of payments as "a systematic record of the economic 
transactions during a given period between its residents and 
residents of the rest of the world.” As the sixties wore 
on, the United States began to have a negative balance of 
payments. There were many reasons for this. The billions 
spent for foreign aid, both military and non-military, the 
money spent by the multinational corporations on overseas ex¬ 
pansion, and the insatiable appetite of the United States for 
foreign consumer products, industrial goods, and raw materi¬ 
als were all partially responsible. 
rs 
Peter G. Peterson, The United States in the Changing 
World Economy (London, England: British-North American Re¬ 
search Association, 1972), pp. 17-18. 
13 
International Monetary Fund, Balance of Payments Con¬ 
cepts and Definitions (Washington, D.C.: International Mone¬ 
tary Fund, Pamphlet Series No. 10, 1968), p. 4. 
13 
The balance of payments crisis led to the imposition of 
monetary controls in the late sixties. This limited the ex¬ 
port of funds for the expansion of U.S. facilities abroad and 
forced the multinationals to go to the money markets of 
Europe and Japan for their capital needs. The trade deficits 
continued, and in the early 1970's a series of dollar crises 
forced two devaluations of the dollar. 
This led to a reevaluation of American economic policies 
and a call for more exporting. The Bureau of International 
Commerce of the U.S. Department of Commerce began an adver¬ 
tising campaign in August of 1971 with the aim of promoting 
export business by United States firms. Late in 1971 a sur¬ 
vey conducted for the Commerce Department by the Opinion Re- . 
search Corporation polled 788 companies, 508 exporters and 
280 non-exporters. It found that only 5 percent of the ex¬ 
porters, who were aware of the advertising, could recall the 
two themes, "easier to trade with foreign countries" and 
14 
"telling about the services available." The survey con¬ 
cluded that the Bureau of Interantional Commerce's promotion¬ 
al campaign appeared to have had little significant effect in 
generating a positive shift in attitudes towards exporting, 
—— 
"Businessmen's Awareness and Attitudes Toward Export¬ 
ing and Exporting Promotional Efforts, Phase II," Report to 
the Bureau of International Commerce of the U.S. Department 
of Commerce (Princeton, New Jersey: Opinion Research Corpor¬ 
ation, 1972), p. 26. 
14 
or increasing knowledge about exporting, awareness of, and 
use of BIC's service or awareness of advertising to promote 
4-* I5 exporting. 
The United States is the world’s leading industrial pro¬ 
ducer and, as such, is also the world's leading exporter in 
value of total exports, but exporting is relatively much less 
important to American industry than it is to any of the other 
leading industrial nations of the free world. Consider these 
paradoxical statistics. 
- Less than ten percent of U.S. manufacturers export 
any of their products. 
- Those who do, do so on a marginal basis. 
- The United States exports less than five percent 
of its total production. 
- Among major competitor nations up to twenty percent 
of total production is exported.16 
To a certain extent these figures are understandable. 
The United States has a huge domestic market, and many U.S. 
companies can do all of the business they want without ex¬ 
porting. This is not so in other highly industrialized areas 
of the world. In Europe, especially, the Common Market has 
promoted exports among its members. Another factor, of 
course, has been the growth of the U.S. multinational cor¬ 
poration. By maintaining production facilities in strategic 
areas around the globe, exports of finished products from the 
~^Ibid. , p. iv. 
■^Ibid. , p. i. 
15 
United States have been drastically curtailed. 
United States exports are dominated by the large cor¬ 
porations. The twenty-five largest exporters account for 
17 
seventy-five percent of the country’s exports. This means 
that there should be ample room for small and medium sized 
firms to increase their exports and thus hlep the U.S. bal- 
ance-of-payments problems. 
18 
In 1968 James Pinney found that although numerous 
studies had been made on various aspects of international 
business, they tended to stress the problems and the oppor¬ 
tunities of the multinational and, with a few minor excep¬ 
tions, ignored those of small business. A review of the 
literature since that time has found very little additional 
material pertaining to the exports of small business. One 
19 
exception, a doctoral dissertation by Claude L. Simpson Jr., 
will be discussed later. The Opinion Research Corporation 
Survey, quoted earlier, gives some hints as to the place of 
small business in the export field, but the survey itself 
used a sample of firms of all sizes. Therefore, all avail¬ 
able literature is surveyed here, but where possible an 
n- 
’’Eximbank ’ s Full Service for Exporters,” Industry Week, 
Vol. 174, No. 11 (Sept. 11, 1972), p. 46. 
18 
James K. Pinney, "The Process of Commitment to Foreign 
Trade: Selected Smaller Indiana Manufacturing Firms" (un¬ 
published DBA dissertation, Indiana University Graduate School 
of Business, 1968). 
19 
Claude L. Simpson, Jr., "The Export Decision Process: 
An Interview Study of the Decision Process in Tennessee Manu¬ 
facturing Firms" (unpublished PhD dissertation, Georgia State 
University - School of Business Administration, 1973). 
16 
attempt is made to interpret it as it applies to smaller 
firms. 
If the United States exports are to increase, it would 
appear that the problem should be attacked on two fronts. 
The first would be to persuade present exporters to export 
more, and the second would be to induce more manufacturers 
to export. However, before government officials can do much 
to solve the second problem, they must understand the rea¬ 
sons why companies do not export. 
Henry Kearns, former president and chairman of the Ex¬ 
port-Import Bank, believes that the reasons more American 
firms do not export are that they feel the domestic market 
is so big that there is no reason to go outside the United 
States. In addition, they believe that American goods are 
2 0 
priced out of the export market. "There is also a kind 
of provincial feeling on the part of American business that 
international trade is too complex, too difficult, too 
hazardous - it’s a sort of mysterious thing you don’t want 
21 
to mess with." 
Two-hundred Fifty-four firms whose exports were less 
than five percent of their sales volume gave the following 
answers to the question of why they did not export a greater 
percentage of their sales volume. 
20 
"Eximbank’s Full Service for Exporters,” op. cit., 
pp. 49-50. 
21 
"Eximbank’s Full Service for Exporters," op. cit., 
p. 50. 
17 
Reason Given Percent 
Answering 
Cannot compete/our prices are too high 22% 
Do not actively sell or solicit business abroad 20 
No demand for our products or services abroad 18 
Too costly to export/shipping costs are too high 14 
Do not have an export representative 7 
Have enough domestic business now 7 
Our company is too small 4 
Other answers 9 
Don't know 3 
22 
In a comparative study of Scandinavian and American ex¬ 
porters, all employing less than a thousand workers, it was 
found that both the American and Scandinavian firms found 
inadequate representation and competitive pricing were com¬ 
mon problems. In addition the American companies found the 
intricate documentation required for exporting and granting 
credit were serious problems. The Scandinavian firms found 
neither of these to be a problem. The latter two problems 
probably reflect the difference in export experience between 
the Scandinavian and American companies. Several American 
firms, although they felt credit was a problem, were unaware 
2 3 
that credit insurance had been available for two years. 
Why do some firms export while others do not? Pinney 
based his work on Rogers' studies in the area of the diffu- 
22 
"Businessmen's Awareness and Attitudes Toward Export¬ 
ing and Exporting Promotional Efforts, Phase II," op, cit., 
p. 21. 
2 3 
Lester Allan Neidell, "U.S. and Scandinavian Export 
Practices Compared," New England Business Review, September 
1965, p. 12. 
18 
24 
sion of innovation. Rogers describes innovation as an idea 
perceived as new to the individual and notes that it is not 
important to the individual’s behavior whether the idea is 
2 5 
actually new. In his study of seven small and medium sized 
Indiana firms which were already committed to foreign trade, 
Pinney regards exporting as the innovation under consideration. 
He then develops a set of necessary and sufficient conditions 
which must be met before a firm can become engaged in and 
2 6 
successfully committed to foreign trade. As Pinney him- 
2 7 
self recognizes, these findings are based on very tenuous 
grounds. Seven firms is a very small sample from which to 
make any generalization to a larger population. However, it 
was one of the few research projects found that dealt with 
the reasons why a small company exports. 
2 8 
An earlier study, (1965), of the characteristics of 
Michigan exporters, defines a modal firm which, although not 
existing in fact, is representative of the most commonly en¬ 
countered exporter. The modal firm has an employment of 497 
persons and high productivity with annual shipments of $20,000 
per employee. The report concludes that the modal firm is 
24 
Everett M. Rogers, Diffusion of Innovation (New York: 
The Free Press, 1962). 
25Ibid., p. 13. 
2 6 
Pinney, op. cit., pp. xiv-xv. 
2 7 
Pinney, op. cit., p. 340. 
2 8 
John L. Hazard, Michigan’s Commerce and Commercial Pol¬ 
icy Study (East Lansing, Michigan: MSU International Business 
Studies, 1965), p. 70. 
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larger and more productive than the average Michigan firm. 
Although he had only limited evidence, Pinney seemed to feel 
this was also true of the companies he studied. 
The Opinion Research survey also indicates that the 
smaller firm appears to be less committed than is the larger 
firm. Of the 776 companies in this survey, the mean number 
of employees of the 523 companies that did some exporting 
was 1538, while for the 253 companies that did no exporting, 
it was 301. The average sales for the exporting companies 
was $42.6 million and for the non-exporting companies it was 
$11.1 million. Once again this indicates that the smaller 




Simpson in a study of the profiles of fifty exporters 
and of seventy non-exporters found that although both groups 
received similar stimuli such as an unsolicited export order, 
these stimuli were a significant but not sufficient condi¬ 
tion to induce them to export. Instead he found that the de¬ 
cision to export may well be due to the perceptions of the 
decision makers with regard to risks and cost/benefit trade¬ 
offs . 
The reasons firms give for not exporting imply, among 
other things, that they feel they lack the expertise to handle 
29 
"Businessmen's Awareness and Attitudes Toward Exporting 
and Exporting Promotional Efforts, Phase II," op. cit. , pp. 
59-61. 
30 
Simpson, op. cit., pp. 39-41. 
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the complexities of export business. This may be so, but 
there is help available. The U.S. Department of Commerce 
has forty-three district offices located all over the United 
States, and they are staffed with trade experts ready to help 
any business, large or small. However, since most of the cor¬ 
porate giants have complete staffs of their own, the Commerce 
Department works chiefly vrith small and medium sized business. 
In a pamphlet outlining its services, the department has this 
to say about the government’s economic objective and the 
place of international trade in accomplishing this objective. 
The basic economic objective of the U.S. Govern¬ 
ment is an expanded, more dynamic and productive 
national economy that will strengthen our nation at 
home and abroad; provide full employment; and raise 
the American standard of living to higher levels. 
Expanded international trade - expecially an in¬ 
crease in U.S. exports - is one of the most import¬ 
ant ways in which this objective can be attained.31 
The Department of Commerce publishes a vast amount of 
material covering almost all areas of international business. 
Its economic reports on various countries are often superior 
to anything published in that country and so are used by lo¬ 
cal as well as American firms. Most of the services are 
free, but nominal charges are made for some specialized ser¬ 
vices and publications. 
Help is available in other areas also. In March of 1973 
the V/orld Trade Institute and the National Association of 
^"District Offices Aid Business,” A. United States De¬ 
partment of Commerce Publication, Revised May 1973. 
21 
Manufacturers held the first workshop under a new program 
called "Partners-In-Trade. " In this program "twenty-five 
large firms experienced in foreign trade assist smaller com- 
32 
panies to start or expand their export efforts." Thirty- 
seven companies participated in the first seminar. This was 
slightly less than anticipated, but the response of the par¬ 
ticipants was very good. Only about half of them had any 
previous experience in overseas markets before joining 
"Partners-In-Trade,’’ and most of this experience was very 
limited. However, since the seminar about seventy-five per¬ 
cent of the companies have sold in markets where they have 
3 3 
not participated before. Dr. Zwick, Director of the World 
Trade Institute, was very pleased with the results and planned 
to expand the program to four or five more cities in 1974. 
He felt more companies would have participated if business 
34 
conditions in the United States had not been so good. 
There are other agencies that also help. In Boston 
there is the International Center of New England, Inc., a 
non-profit organization which promotes export business for 
New England firms. It sponsors a number of conferences dur¬ 
ing the year for manufacturers from New England and also main- 
22 
"Small Firms to Get Boost Into Exporting from Giants," 
Commerce Today, Vol. 3, No. 9 (February 5, 1973), p. 38. 
5"3 
"Small Firms Find ’Partners’ Program Helps Export 
Sales,” Industry Week, Vol. 178, No. 8 (August 20, 1973), pp. 
10-12. 
34 
Ibid., pp. 10-12. 
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tains a library of international publications. Trade Associ¬ 
ations of various sorts may also provide help, (as previously 
noted, NAM was a co-sponsor of the "Partners-In-Trade" pro¬ 
gram) , but this will depend to a large extent on the particu¬ 
lar association. Some of the State Universities are also 
providing seminars in international marketing. The Universi¬ 
ty of Massachusetts is one of these. 
Interestingly enough, as Pinney pointed out, the text¬ 
books generally bypass the area of exporting for the small 
firm. The international management and marketing texts deal 
primarily with the multinational corporations while the books 
on small business generally omit any discussion of export 
business. One good book, which unfortunately is out of 
print, is Strategic Planning for Export Marketing by Franklin 
3 5 
R. Root. The Small Business Administration has published 
3 6 
a small book, Export Marketing for Smaller Firms. Now in 
its third edition, this book was prepared by the Internation¬ 
al Marketing Institute of Cambridge, Massachusetts. It is 
intended to provide a step by step procedure which any owner- 
manager of a small business can follow in order to assess the 
export market potential for his product, and the steps he 
needs to follow in order to assess the export market poten¬ 
tial for his product, and the steps he needs to follow if he 
_ 
Franklin Root, Strategic Planning for Export Marketing 
(Scranton, Pennsylvania! International Textbook Co. , 1966)". 
3 6 
Export Marketing for Smaller Firms (3rd edition; Wash¬ 
ington, D.C.: Small Business Administration, 1971). 
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then decides to export. 
Two other books of the ’’cookbook" variety were found. 
These were both Canadian. The first, published in 1967, is 
a compilation of articles which appeared in the Canadian 
Department of Trade and Commerce’s publication Foreign Trade. 
The book is entitled How to Win World Markets.^ The Inter¬ 
national Trade Centre in Geneva was so impressed with the 
book that it persuaded the Canadian Department of Trade to 
publish a revised edition geared to the under-developed 
countries. This was published in 1970 under the title 
3 8 
Getting Started in Export Trade. Both books are excellent 
for the novice in exporting. In a very non-technical way 
they lead him through the steps necessary to enter the ex¬ 
port market. 
The Revenue Act of 1971 authorized American companies 
to form Domestic International Sales Corporations (DISCs). 
A DISC can be set up by any corporation as long as it com¬ 
plies with the restrictions of the law. Under the law the 
DISC pays no income tax, but the shareholder (the parent 
corporation) pays taxes on fifty percent of the DISC’S earn¬ 
ings. No tax is paid on the remainder until it is distribu¬ 
ted to the stockholder. The aim of the law is to help do- 
--- 
0. Mary Hill, ed., How To Win World Markets (Ottawa, 
Canada: Department of Trade and Commerce, 1967). 
3 8 
Getting Started In Export Trade (Geneva, Switzerland: 
International Trade Centre, 1970). 
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mestic companies to compete on equal terms with many foreign 
3 9 
exporters. One study showed that annual sales of $50,000 
were needed to break even on a DISC. Thus it appears that 
although a DISC can be helpful to a company that is already 
exporting, it is doubtful that it would stimulate many small 
companies to begin exporting. 
A number of attempts by both governmental and private 
agencies to promote exporting have been cited. Unfortunately 
none of these has accomplished its goal. Since the methods 
chosen have failed to stimulate exports to the desired levels, 
it appears that further study is needed to discover the rea¬ 
sons companies do or do not export. The next section will 
discuss these research needs in more detail. 
Statement of Research Needs 
Since the end of the 1950's, the United States has ex¬ 
perienced a deteriorating balance of payments situation. 
This forced two dollar devaluations in the early 1970's. 
For a time the devaluations appeared to solve the balance 
of payments problem, only to see it reappear again during 
the energy crisis of 1973-74. The forecasted long term en¬ 
ergy crisis, including the rise of the OPEC oil cartel, and 
this country's heavy commitment to the defense of the "free 
world” have insured that this balance of payments problem 
39 
Simpson, op. cit., p. 114. 
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will not fade into the background. If the United States is 
to continue as a world leader, and if its citizens are not 
40 
going to suffer severe cuts in their standard of living, 
then the United States must increase its exports substan¬ 
tially. The government realizes this and has taken the fol¬ 
lowing steps to accomplish it. 
1. It is sponsoring a continuing advertising 
campaign to convince U.S. businessmen of the 
value of exporting. 
2. The regional Department of Commerce offices 
have stepped up their promotion of export 
business, and the department has increased 
the variety of published material available 
to help prospective exporters. 
3. Government sponsored insurance is available 
to protect against commercial and political 
risks abroad. 
4. Qualified exporters can form Domestic Inter¬ 
national Sales Corporations, (DISC) to handle 
exports and to indefinitely defer taxes on 
income earned by these corporations. 
In addition, although published figures are not avail¬ 
able, it appears that the profits of firms which regularly 
4*0 
While many Americans would argue that the United States 
must reduce its standard of living, it should be understood 
that this would have severe political repercussions. The de¬ 
cisions on the moral and ethical issues involved are outside 
the scope of this study. 
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export a portion of their output are at least as great on 
their export business as on their domestic business. 
The United States exports between four and five percent 
of its production annually, and this figure has remained 
relatively static for several years. Earlier it was pointed 
out that small and medium sized firms are less apt to export 
than are large firms, so it would be expected that small and 
medium sized firms export considerably less than four per¬ 
cent of their total production. The question which should 
be asked is, "Why?M It would appear that the incentives 
offered by the government and the prospects for at least 
average and probably better than average profits have had 
little effect. In other words, more than economic reasons 
are involved. In the past the exports of the United States 
have been dominated by the country *s huge firms, and conse¬ 
quently most of the attempts to increase exports have been 
aimed at the large firms. However, the country’s smaller 
firms, when considered as a group, could help tremendously 
in the balance of payments problem if those already export¬ 
ing could be persuaded to export more, and those not now ex¬ 
porting could be persuaded to begin exporting. This study 
is concerned with the non-exporters and is an attempt to 
identify basic differences between the decision makers in 
exporting and non-exporting companies. 
The Commonwealth of Massachusetts, along with the other 
New England states, has its own special problems. As a 
27 
mature region, it must gradually replace its lagging indus- 
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tries with new, high technology industries. These com¬ 
panies, at least in the beginning, tend to be small, but 
they also tend to be the type of companies in which the 
United States has a comparative advantage, i.e., their pro¬ 
ducts are relatively rich in resources, capital, skilled 
labor, and entrepreneurship. Therefore, if Massachusetts 
is to grow and prosper, it must attract more of these high 
technology industries and also provide an industrial climate 
in which those it has now can grow and prosper. As this 
country’s domestic markets become increasingly competitive, 
exporting becomes a more interesting alternative for these 
Massachusetts’ manufacturers. In addition, the state’s lo¬ 
cation, although it may be a disadvantage in shipments to 
some parts of the United States, is ideal for shipments to 
Europe and to certain other areas of the world. 
In the past, attempts to increase exports have met with 
very limited success. If a manufacturer is interested in 
exporting, then the U.S. Department of Commerce has a tre¬ 
mendous amount of material available to him, either at no 
cost or else at a very nominal price. However, attempts by 
the department to advertise its program have, as stated, met 
with very little success, either in gaining new users of its 
services or even in awareness that these services are avail- 
_ 
Ralph A. Rieth, Jr. , ’’Massachusetts International 
Position,” unpublished report. 
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able. Practically no studies have been made to find out why 
some manufacturers are very active in exporting, while others 
in another situation, with the same or a very similar pro- 
42 
duct, will not export. Simpson, in his study of small and 
medium sized Tennessee firms, found that one cause may be 
the difference in the perceived risks, profits, and costs 
between exporters and non-exporters. It appeared that this 
might be a very valid reason and one that deserved further 
study. If such a study should confirm Simpson’s preliminary 
findings, then educational programs could be devised by 
state or federal officials to help change the perceptions 
which hinder exporting. Simpson also found that the deci¬ 
sion makers in the exporting firms had a higher amount of 
formal education than did those in the non-exporting firms. 
Interestingly enough, he found no statistical difference 
between the foreign travel of the decision makers of the two 
groups. Both of these factors appeared worthy of further 
study with the idea that knowledge of the results could help 
government officials in dealing with the problem. 
In a small company, the decision of whether or not to 
export usually rests in the hands of one person. He may be 
the marketing department, but, more likely, he holds a top 
management position and often is the chief executive of the 
company. Simpson’s study showed that the initial export de- 
42 
Simpson, op. cit., pp. 103-106. 
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cision usually came as the result of an unsolicited inquiry 
from abroad. He also found that the non-exporting companies 
received almost as many unsolicited inquiries as did the ex-. 
porters. Although such an inquiry may provide the impetus 
to start a company exporting, it apparently will not overcome 
other strong perceptions about the problems involved in ex¬ 
porting. Therefore, this study examines the perceptions of 
the executives who are responsible for deciding whether or 
not to export. 
One way to view exporting is as a product which the 
federal and state governments are trying to ’’sell” to a 
sometimes eager, sometimes indifferent, and sometimes reluc¬ 
tant manufacturer. The success the government has is depen¬ 
dent to a large extent on the buyer’s perception of the pro¬ 
duct (exporting). In this context then, a management prob¬ 
lem is restructured into a problem of buyer behavior, where 
the researcher’s problem is to determine the decision maker’s 
perception of exporting. This is the approach used in this 
study. 
Value of the Research 
For many years the United States, in its romance with 
growth, has downplayed the importance of the smaller firm 
in international business. As a result there is little in¬ 
formation available on the reasons why small businesses ex¬ 
port or do not export. This means that in times such as the 
30 
present when government policy calls for increased exports 
and when the methods used to promote exports fail to produce 
the desired results, there is no research to fall back on to 
determine why. This exploratory study gives some insight 
into the problem. If further research confirms the findings, 
it might indicate to government officials that a change in 
strategy is necessary in order to make the government export 
policy effective. Various trade associations and non-profit 
corporations may also be interested in the results because a 
number of them are also interested in promoting exports. 
The work of the International Center of New England, Inc., 
The World Trade Institute, and the National Association of 
Manufacturers were discussed earlier. 
Although this study is aimed at the small manufacturer, 
the results should also be applicable to the decision makers 
in medium sized and possibly in large firms as well. If so, 
this study could be even more valuable in increasing exports. 
The academic community is another area that might bene¬ 
fit from this study. If business students were exposed to 
the results of the study, it might give them a better in¬ 
sight into the problems they may face after they graduate 
and so improve their training for a business career. This 
information could also be disseminated to businessmen through 
seminars and workshops. Finally, as an exploratory study, 
it provides a base from which further academic research can 
be done. 
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Organization of the Report 
This study has been organized into six chapters and 
will attempt to report the research in a systematic and 
logical manner. The first chapter introduced the problem, 
reviewed the pertinent literature, and gave a brief history 
of international trade theory. Chapter II will describe 
the scope of the study, present the hypotheses to be tested, 
and describe the research design and the statistical anal¬ 
yses to be used. 
Chapter III will review the actual field research and 
discuss the various problems that were encountered. It will 
look at the three general groups of firms (committed ex¬ 
porters, non-committed exporters, and non-exporters) un¬ 
covered by the study and will discuss their similarities 
and their differences. A profile of the executives respons¬ 
ible for deciding whether or not their companies export will 
be drawn. The reasons given by the exporters for entering 
the export market and the reasons given by the non-exporters 
for not exporting will be examined, and finally the study 
will look at the principal benefits that the exporters have 
found as a result of exporting as well as the main problems 
they have encountered. 
The fourth chapter will look at the Kolmogorov-Smirnov 
nonparametric analysis of the results. Because of the ap¬ 
pearance of two classes of exporters (committed and non-com- 
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mitted), two sets of tests will be run. The first will com¬ 
pare all exporters with all non-exporters, and the second 
will compare the committed exporters with the non-committed 
exporters and the non-exporters. Each statement that is 
statistically significant at the .10 level or better will 
be discussed and the results will be analyzed. The limita¬ 
tions of the analysis due to the sample size will be dis¬ 
cussed. Finally, all non-significant statements will be 
listed. 
Chapter V will present the results of the multivariate 
analysis. The unusual and unexpected results of the factor 
analysis will be discussed, including a discussion of the 
various methods that were used to try and improve the re¬ 
sults. The discriminant analysis will be examined in some 
detail, and the various steps used to test the hypothesis 
and the final conclusions will be discussed. 
The sixth chapter will review the general findings, 
including a discussion of the limitations of the research. 
It will also discuss implications for public policy and 
changes that might be suggested in the policy as a result 
of the study. The last section will talk about future re¬ 




Why do some small manufacturers export while other 
small manufacturers with very similar product lines do not? 
This is the general question introduced in Chapter I. 
There are a number of possible approaches to the problem. 
One would be to study secondary data. The Bureau of the 
Census and the United States Department of Commerce publish 
numerous statistics covering many facets of business activ¬ 
ities, and perhaps some useful information might be gleaned 
from these sources. A second possibility is to talk to the 
government officials who are responsible for trying to in¬ 
crease exports to find out the reasons they have been un¬ 
successful in increasing exports at the desired rate. A 
third method would be to conduct a survey of small manufac¬ 
turers and ask them direct questions about why they do or 
do not export. 
All three of these approaches were considered for this 
study, but none of them answers the question posed at the 
end of Chapter I. Do exporters and non-exporters differ in 
their perceptions of certain key factors involved in export¬ 
ing? Governmental and private statistics provide a wealth 
of information about exporters and non-exporters, but this 
information is factual in nature, i.e. value of production, 
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value of exports, exports as a percent of total sales, pay¬ 
roll, number of employees, and so forth. While such figures 
help to provide a picture of the companies, they do not help 
to answer the subjective questions posed by this study. 
Government officials have been trying, unsuccessfully for 
the most part, to convince more companies to export. If 
they were aware of new approaches to this problem, one 
would expect that they would already be using them. Talks 
with government officials confirmed the fact that their pro¬ 
posed solutions seemed, for the most part, to be the same 
general types of solutions that have not worked in the past. 
Asking decision makers why they do or do not export will 
probably not produce useful answers if the reason has to do 
with the decision makers* perception of the problem. This 
is because studies by psychologists have shown that few peo¬ 
ple can report attitudes or perceptions correctly when faced 
with direct questions.'*' Therefore some method other than 
using secondary data, discussing the problem with government 
officials, or asking direct questions of company executives 
should be used. The research approach chosen for this in¬ 
vestigation is discussed later in this chapter. 
■^Harper W. Boyd and Ralph Westfall, Marketing Research, 
3rd edition (Homewood, Illinois: Richard D. Irwin, Inc., 
1972) , p. 317. 
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Hypotheses 
This study does not present a series of hypotheses and 
test them for statistical significance as is often done in 
research of this type. Instead it has one major and two 
minor hypotheses. The major hypothesis is: 
The perceptions of the decision makers 
of firms engaged in exporting toward 
such factors of exporting as risk, 
profit potential, costs, problems, and 
personal rewards differ from the per¬ 
ceptions toward these factors of the 
decision makers of firms not engaged 
in exporting. 
The null hypothesis to be tested is that: 
There is, in fact, no difference in the 
perceptions of exporters and non-ex¬ 
porters toward such factors of export¬ 
ing as risk, profit potential, costs, 
problems, and personal rewards. 
In addition, two minor hypotheses will be tested. 
2 
Simpson found a statistically significant difference between 
the educational level of exporters and non-exporters. If 
further research should confirm this, then perhaps educa¬ 
tional level might be one factor that influences perceptions 
2 
Claude L. Simpson, Jr., "The Export Decision Process: 
An Interview Study of the Decision Process in Tennessee Man¬ 
ufacturing Firms," (unpublished PhD dissertation, Georgia 




of exporting. Pinney found that foreign travel was one of 
a number of necessary and sufficient conditions needed be¬ 
fore a firm could be successfully committed to foreign trade. 
4 
Simpson, on the other hand, found no statistical difference 
in the foreign travel of exporters and non-exporters. As 
far as could be determined, no other tests had been made in 
these areas. Since the study is intended to find out some 
of the reasons companies do or do not export, it would ap¬ 
pear beneficial to either confirm or reject these earlier 
findings. In addition, if either of these were supported, 
it might give some indication of the source of the percep¬ 
tions toward exporting of the major hypothesis. The two 
minor hypotheses to be tested are: 
The decision makers of firms engaged 
in exporting have had more years of 
formal schooling than have the deci¬ 
sion makers of firms not engaged in 
exporting. 
More decision makers of firms engaged 
in exporting have traveled to foreign 
countries than have the decision 
makers of firms not engaged in ex¬ 
porting. 
3 
James K. Pinney, "The Process of Commitment to Foreign 
Trade: Selected Smaller Indiana Manufacturing Firms,” (un¬ 
published DBA dissertation, Indiana University Graduate 
School of Business, 1968), p. 328. 
4 
Simpson, op. cit., p. 62. 
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In both cases the null hypothesis to be tested is that there 
is, in fact, no difference between the two groups. Both of 
these minor hypotheses will be tested using a Student t-test. 
Operational Definitions 
For the purposes of this study the following definitions 
will apply. 
1. Decision maker - This is the person responsible for 
making the decision to export or not to export. In 
larger firms this would probably the marketing vice- 
president or the marketing manager, but in the small 
companies used in this survey, it is usually a corpor¬ 
ate officer and often the president. 
2. Product - McCarthy defines product as nthe capacity to 
provide the statisfaction, use or perhaps the profit 
5 
desired by the customer.” It is in this sense that 
exporting is considered a product. The change agents 
in government must convince the decision makers that 
exporting can provide profits for the firm and advance¬ 
ment and/or personal satisfaction for the decision 
maker. 
3. Change agent - T,A professional person who attempts to 
influence adoption decisions in a direction he feels 
E. Jerome McCarthy, Basic Marketing, 5th edition 
(Homewood, Illinois: Richard D. Irwin, Inc., 1975), p. 228. 
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desirable. 
4. Exporter - A manufacturing company which sells its pro¬ 
dust in countries other than the United States. For 
purposes of this study, the company must be currently 
selling in the export market to be considered an ex¬ 
porter. 
5. Non-exporter - A manufacturing company which is cur¬ 
rently selling its products only in the United States. 
Companies which have previously exported, but which 
are not doing so now, will be classified as non-ex¬ 
porters . 
6. Perception - ’’The process through which we gain mean¬ 
ing from the parts of the universe to which we pay 
attention by organizing and interpreting the evidence 
7 
brought to us by our senses.” 
7. Committed Exporter - An exporter whose management has 
decided that the export market offers sufficient po¬ 
tential so that a certain percentage of the company's 
efforts should be directed toward expanding this ex¬ 
port market. 
8. Non-Committed Exporter - An unwilling or reluctant ex¬ 
porter whose management would much prefer to sell only 
g 
Everett Rogers, Diffusion of Innovations (New York: 
The Free Press, 1962), p. 254. 
7 
Chester R. Wasson, Consumer Behavior, A Managerial 
Viewpoint (Austin, Texas: Austin Educational Division of 
Lone Star Publishers, Inc., 1975), p. 125. 
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in the domestic market and who is only exporting due to 
some unusual circumstances such as pressure from a 
large American customer to ship to one of their over¬ 
seas subsidiaries. 
Research Design 
Although an increasingly unfavorable balance of payments 
situation in the early seventies made U.S. government offi¬ 
cials aware of the need to increase overseas shipments, their 
efforts to stimulate exports have met with only moderate 
success. There is some indication that part of the problem 
occurs because exporters and non-exporters do not have the 
same perceptions toward the risks, profit potentials, costs, 
problems, and personal rewards of exporting. The approach 
chosen for this study is to view it as a buyer behavior prob¬ 
lem and to study the perception toward exporting of the de¬ 
cision makers of exporting and non-exporting companies. 
An indirect approach is called for since few people can 
report attitudes and perceptions accurately when faced with 
direct questions. Social psychologists have developed a 
number of rating scales to test attitudes. For this study 
there are three criteria that the scale must meet. First, 
it must be a good measurement of perception. Second, it must 
be easily understood by the person taking the test. Third, 
it must be reasonably fast to administer, since it is to be 
given to a busy executive whose time is valuable. Therefore, 
40 
ease of understanding the scale used and speed in taking the 
test are important. There are a number of possible scales 
that might be used. Among them are the Thurstone scale, the 
semantic differential, the Likert scale, and the Guttman 
scale. A Likert type scale was chosen for this study for 
the following reasons. First, it is well suited to measure 
perception. Second, it is very commonly used so that most 
people are familiar with it and feel comfortable using it. 
Third, since most people are familiar with it, the test is 
easy to administer, and there are fewer chances of the re¬ 
spondent making errors that would nullify the results. 
Fourth, it is quicker to take than tests using some of the 
other scales. 
o 
In the Likert type scale, the respondent is asked to 
read a number of statements and to rate them on a five to 
seven point scale indicating his degree of agreement or 
disagreement with the statement. Since the scale is well 
suited to measure perception, it has been adopted for this 
9 
study. Forty-nine statements have been developed to mea¬ 
sure the respondent’s perceptions of the risks, profit po- 
3 
Paul E. Green and Donald S. Tull, Research for Market¬ 
ing Decisions, 2nd edition (Englewood Cliffs, New Jersey: 
Prentice-Hall, Inc., 1970), pp. 174-205. 
9Copy of the form OPINIONS OF EXPORTING is in Appendix 
A. 
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tentials, costs, problems, and personal rewards of export¬ 
ing.^ Each of the decision makers is asked to rate the 
statement on a six point Likert type scale from strongly 
disagree to strongly agree, and the results will be anal¬ 
yzed to determine whether the exporter and non-exporters 
differ significantly in their responses. 
Since the economic prosperity of Massachusetts is de¬ 
pendent on the increase and expansion of its high technology 
growth industries,^ this study is designed to deal spe- 
12 
cifically with this group and is limited to small firms 
employing twenty to five-hundred people. The lower limit 
is used because it is felt that firms with fewer than twenty 
employees will generally lack the resources necessary to un¬ 
dertake an effective export program, while five-hundred is 
the upper limit for the small firm category used in many 
government statistics. 
The research design calls for a convenience sample of 
The statements and the other research instruments were 
pretested in July 1975 using a sample of seven small New 
Hampshire manufacturers. The pretest uncovered some problems 
with the statements about the perceptions of exporting. Some 
were ambiguous while others were actually double statements 
so that a person might agree with one part of the statement 
and disagree with the other. All of those that were found 
were either changed to eliminate the problem or were omitted 
from the statements that were actually used in the research. 
In addition, the pretest pinpointed a few changes that needed 
to be made in the programmed interview. 
"^Ralph A. Rieth, Jr., "Massachusetts International Po¬ 
sition," unpublished report. 
12 
This was later expanded to include SIC Group 34, (Fab¬ 




twenty-five exporters and twenty-five non-exporters. The 
two samples are to be matched as closely as possible for 
14 
both size and product line. A convenience sample is a 
non-random or non-probability sample chosen "purely on the 
15 
basis of convenience." It is chosen over the technically 
better random sample for the following reasons. A random 
sample would require a complete list of all possible firms 
divided into two groups (exporters and non-exporters). The 
state industrial directory lists the firms but does not 
tell whether they export. Therefore, if a random sample 
were to be used, a survey of all companies would have to be 
conducted to find out those that export. This would add a 
great deal of expense to the survey. In addition, if this 
were done and if the firms were selected by some random 
method, not all of them would agree to participate. This 
means that replacements for these companies would have to 
be selected, and even if a random selection process were 
used, the randomness of the sample would be suspect. In 
addition, it is absolutely essential that the decision 
makers of the firms involved be willing to cooperate in the 
research. This means that the researcher should be able to 
drop firms from the study, if, after the initial telephone 
13 
The final sample contained 34 exporters and 25 non¬ 
exporters for reasons which are explained in Chapter III. 
14 
This later proved impractical to carry out. 
15 
Boyd and Westfall, op. cit. , p. 422. 
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contact, it is obvious that they do not meet the criteria of 
the study, or if they indicate that they will not cooperate 
to the extent necessary to complete the study. Since the 
study is exploratory in nature, cooperation is a more im¬ 
portant factor than randomness. 
Each of the firms selected was visited, and the deci¬ 
sion maker who is responsible for deciding whether or not 
the firm will export was interviewed. A programmed inter- 
16 
view was used to give the interviewer a picture of the 
17 
firm and of its decision maker. At the close of the in¬ 
terview, each decision maker was asked to fill out the 
sheets "Opinions of Exporting" which contain the forty-nine 
18 
statements about exporting. This information will be sum¬ 
marized later in the study. In addition, the information 
about the education and the foreign travel of the decision 
makers will be used in the statistical analyses to test the 
two minor hypotheses. 
16 
Also known as patterned or structured interview. 
17 
Copy of the programmed interview form is in Appendix B. 
18 
When this research was planned, it was assumed that 
two distinct groups would appear, i.e., exporters and non-ex¬ 
porters. However, as the interviews progressed, a few of the 
exporters appeared to have many of the characteristics of the 
non-exporters even though they did some limited exporting. 
In most cases they exported reluctantly, usually at the behest 
of one of their large customers who had overseas branches or 
overseas customers he wanted them to ship to. Generally, but 
not always, their exports were limited to one or two customers. 
Seven of these were discovered, and they were labeled as non- 
committed exporters while the balance of the exporters, who 
actively pursued export business, were called committed ex¬ 
porters . 
44 
The Statistical Analysis 
The major focus of the study is contained in the analy¬ 
sis of the "Opinions of Exporting." Traditionally data ob¬ 
tained on a Likert scale has been considered as having or¬ 
dinal rank. As a result statistical tests which require in¬ 
terval or ratio data are inappropriate. However, certain 
nonparametric statistics have been developed for such pur¬ 
poses. One of these is the Kolmogorov-Smirnov two sample, 
19 
one tailed test. In recent years social scientists have 
contended that Likert scale data, when used to measure opin¬ 
ions or attitudes, is either interval data or approaches it 
very closely. What this means is that the distance between 
one and two on the scales used in this study is the same as 
the distance between each of the other pairs of adjacent 
numbers. As a result there has been an increasing accept¬ 
ance of the use of the more sophisticated multivariate sta¬ 
tistical techniques to analyze this type of data. Two com¬ 
monly used multivariate techniques are factor analysis and 
discriminant analysis. All of the three techniques mentioned 
are used in this study. The nonparametric analysis allows 
the researcher to look at each individual statement and to 
test it as a separate hypothesis. Then the individual re¬ 
sults can be grouped together and viewed as a whole to see 
19 
Sidney Siegel, Nonparametric Statistics for the Behav- 
ioral Sciences (New York: McGraw Hill Book Company , 19 56) , 
pp. 127-136. 
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if some generalizations can be made about perceptions. The 
multivariate technique, discriminant analysis, on the other 
hand, looks at the group of statements as a whole and tries 
to determine whether the statements do discriminate between 
the groups that are being tested. Thus the researcher is 
looking at the problem from two different vantage points, 
and if the results should both verify his hypothesis , his 
case is much more strongly supported. 
Kolmogorov-Smirnov. The first test is the Kolmogorov- 
Smirnov two sample, one tailed test of significance. This 
"is a test of whether two independent samples have been 
drawn from the same population (or from populations with 
20 
the same distribution)." It does this by testing the cum¬ 
ulative distributions of the two samples. Each of the forty- 
nine statements is treated as a separate hypothesis. The 
null hypothesis is that there is no difference between the 
perception of the exporter and the non-exporter for the view 
expressed by that particular statement. The greater the 
number of times the null hypothesis is rejected, the more 
the general hypothesis of the study is supported. Origin¬ 
ally all exporters were to be compared with all non-exporters, 
but because of the appearance of the non-committed exporter 
a change has been made. The original comparison is made as 
planned, but then a second test is made comparing the com- 
20 
Ibid. , p. 127. 
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mitted exporter with the non-committed exporter and the non- 
exporter . 
Factor Analysis. Kerlinger defines factor analysis as 
"a method for determining the number and nature of the under- 
21 
lying variables among a large number of measures.” It was 
developed in the behavioral field to reduce a large number 
of variables to a workable number. If, in the forty-nine 
variables represented by the forty-nine statements, there 
are several groups that are closely correlated, then factor 
analysis is the way to isolate these factors. Therefore, 
the next manipulation is a factor analysis of the forty-nine 
variables using both exporters and non-exporters. 
Discriminant Analysis. This is a multivariate tech¬ 
nique which attempts to predict which of two or more groups 
22 
an individual belongs to. In this case, if the technique 
works, one could give this set of perception statements to 
another sample of small manufacturers and predict from their 
answers whether they are committed exporters, non-committed 
exporters or non-exporters. This then becomes a measure of 
whether or not the perceptions of these groups are different, 
for if one can accurately predict group membership on the 
21 
Fred N. Kerlinger, Foundations of Behavioral Research 
(New York: Kolt, Rinehart and Winston, Inc., 1964), p. 650. 
2 2 
William F. Massy, "Discriminant Analysis of Audience 
Characteristics," in Multivariate Analysis in Marketing: 
Theory and Application, ed. by David A. Aaker (Belmont7 Cal¬ 
ifornia : Wadsworth Publishing Co., Inc., 1971), p. 117. 
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basis of perceptions of exporting, then there must be a dif¬ 
ference in the perception between groups. 
Limitations of the Research 
In order to have reliability in the research and to be 
able to generalize the results to the population at large, 
it is necessary to have a random sample. In reality this is 
almost impossible to obtain, and, in this instance, since a 
convenience sample was used, no attempt at randomness has 
been made. However, this area of research is still largely 
unexplored, and this study is a preliminary one. While the 
results cannot be generalized, they do indicate some inter¬ 
esting possibilities which should be explored with further 
research. 
The use of a nonparametric statistical test eliminates 
many of the assumptions which must be made when using para- 
metric tests. Siegel says that the only two assumptions 
that must be met are that the observations are independent 
and that the variable under study has underlying continuity. 
Independence is assured since the decision makers have no 
idea who has been contacted previously, and so their an¬ 
swers are not influenced by the answers given by the other 
decition makers. Siegel says that matters of opinion 
_ 
Siegel, op. cit., p. 31. 
2 4 
Siegel, op, cit., p. 25. 
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classified as agree and disagree may be thought to fall on 
a continuum and so would be continuous. For these reasons, 
the researcher can assume that the assumptions for the 
Kolmogorov-Smirnov test are met. Another factor is that the 
nonparametric test has less power efficiency than a para¬ 
metric test. This deficiency can be overcome by using a 
larger sample size. The Kolmogorov-Smirnov test has the 
advantage that it requires only ordinal data, rather than 
the interval data required by the multivariate statistics. 
Therefore, if there is a question about the appropriateness 
of the discriminant analysis with this data, and if the re¬ 
sults of the Kolmogorov-Smirnov tests and the discriminant 
analysis are similar, then this would tend to confirm that 
the data is interval scaled, and the use of a multivariate 
technique is appropriate. 
As pointed out above, both factor analysis and discrim¬ 
inant analysis require interval data. For years data from 
a Likert type scale was considered ordinal data. The ra¬ 
tionale behind this was that there was no evidence that the 
distance between any two adjacent steps on a sixpoint scale, 
defined by such ambiguous terms as generally disagree, moder¬ 
ately disagree, moderately agree, generally agree is the 
same for all subjects in the study. However, in recent years 
this view has been challenged by a number of social science 
49 
researchers. Torgenson says that subjects are able to 
judge these characteristics on equal interval scales and any 
minor differences found are measurement differences such as 
would be true of any measurement procedure. In this study, 
therefore, the data from the ’’Opinions of Exporting” section 
is assumed to be interval data. 
Factor analysis assumes linear relationship between the 
2 6 
variables. Discriminant analysis makes a number of assump¬ 
tions about the data, and it was not possible to verify these 
assumptions for this study. They are: 
1. That the within-group covariation and disper¬ 
sion are equal across groups. 
2. That the profiles are multinormally distributed 
with known covariation and dispersion. 
3. There are equal costs of misclassification and 
equal probabilities of a sample point’s belong¬ 
ing to each set of a priori defined groups.27 
2 5 
Warren S. Torgenson, Theory and Methods of Scaling 
(New York: John Wiley and Sons, Inc., 1958), pp. 61-6 3. 
2^Green and Tull, op. cit., p. 403. 
2 7 
Green and Tull, op. cit. , p. 37 2. 
CHAPTER III 
THE RESEARCH 
Description of the Research Process 
Selection of the participants. The research instru¬ 
ments were pretested in July 1975 using a sample of seven 
small New Hampshire manufacturers. The next step was to 
select prospects for the interviews and to convince them to 
participate. Earlier, for reasons discussed in Chapter II, 
the decision had been made to use a convenience sample ra¬ 
ther than the theoretically more correct random sample. 
The Massachusetts Industrial Directory 1974-75^ was used as 
a selection guide since it contained the pertinent informa¬ 
tion required to select the companies, i.e., company name, 
address, telephone number, employment, Standard Industrial 
Classification (SIC) code of the company’s principal pro¬ 
duct, and the name of the chief executive. Although the 
information was more than two years old, and although a 
number of errors were found, no other similar statewide 
industrial reference was available, and it proved invalu¬ 
able in the selection of prospective firms. 
Geographic areas covered. In order to speed up and 
simplify the interviewing process, the study concentrated 
^Massachusetts Industrial Directory 1974-75, (Boston, 
Massachusetts: Department of Commerce and Industry). 
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on one geographic area at a time. The first interviews were 
made in Worcester on August 19, 1975. After a few weeks in 
Worcester, the study moved in succession to the Cambridge, 
Boston, Everett, and the greater Springfield areas. Then it 
moved back to the Worcester area again, and the final inter¬ 
view was made in Orange on December 12, 1975. 
Enlistment procedures. Initially it appeared that it 
might be easier to persuade companies to participate in the 
study if it were possible to obtain the endorsement of some 
well-known organization or individual. (Later events appear 
to have proved that this assumption was erroneous.) The 
United States Department of Commerce, the Associated Indus¬ 
tries of Massachusetts, and various members of the Committee 
on the University as a Commonwelath Resource had indicated 
some interest in the research and had promised to help in 
enlisting firms to participate in the study. Mr. Louis J. 
Camarra, vice president of the Norton Company and the Wor¬ 
cester area representative of the Department of Commerce 
District Export Council (DEC) was the first person approached. 
He picked thirteen names from a list of Worcester area firms 
that met the specifications of the research design and gave 
2 
permission to use his name on letters sent to this group. 
His endorsement appeared to have been helpful as eight inter¬ 
views resulted from the thirteen letters that were sent. Be- 
2 
Sample letter is in Appendix D. 
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cause of the success in the Worcester area, when the inter¬ 
viewing moved to the greater Boston area, Dr. D. J. Enright, 
Director of Research of the International Marketing Insti¬ 
tute in Cambridge was contacted, and he agreed to let his 
name be used on letters sent to firms in the greater Boston 
area. As a result all letters sent to companies in Boston 
3 
and Cambridge carried his endorsement. Nevertheless, the 
response in these two cities was disappointing when compared 
to Worcester. Since the Boston area contains a large number 
of research oriented colleges and universities, the heads of 
many of the companies in greater Boston apparently have re¬ 
ceived what they consider to be an unreasonable number of 
requests by faculty and students for permission to conduct 
some sort of research at these companies. In self defense, 
many of the executives have had to arbitrarily refuse all 
such requests. 
About half way through the study it appeared that per¬ 
haps an outside endorsement of the research was unnecessary, 
and so it was temporarily abandoned. The results appeared 
to be comparable with the previous ones, so, except for two 
isolated cases where individual companies recommended that 
the interviewer call on a particular company, no more out¬ 
side recommendations were used. The letter used was essen- 
3 
Sample letter is in Appendix D. 
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tially the same as before except that the endorsement was 
4 
lacking. In retrospect, it appears that time could have 
been saved, and equal results could have been obtained if 
the third letter had been used for all prospects from the 
beginning. 
Problems in balancing the sample. National statistics 
show that less than ten percent of United States manufac¬ 
turers export any of their product, but this study showed 
an entirely different pattern. In the first eleven inter¬ 
views there were only two non-exporters, and after thirty 
interviews the required twenty-five exporters had been 
found. Finally, as this pattern continued unchanged, the 
letter to potential prospects was changed. In order to 
eliminate exporters, only non-exporters were invited to 
5 
participate. Sixty-five letters of this type were sent 
out, and fourteen interviews were obtained. Twenty-five 
eliminated themselves because they were exporters, and 
twenty-six either could not be contacted or refused for 
reasons other than the fact that they were exporters. At 
the same time one other change was made in order to find 
more non-exporters. Another SIC group, number 34 (fabri¬ 
cated metal products, except machinery and transportation 
equipment), was added. While one could still classify this 
4 
Sample letter is in Appendix D. 
5 
Sample letter is in Appendix D. 
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as high technology, it had not been used in the Rieth study 
referred to earlier and so had not been used previously in 
this study. A total of one-hundred seventy-seven letters 
were sent. Table 3-1 gives a breakdown of the response rate 
by types of letters, i.e. the general letters that made no 
mention of exporting and the last letter that asked only 
for non-exporters. 
Committed and non-committed exporters. As discussed in 
Chapter II, the study uncovered a second group of exporters 
who appeared to act at times like exporters and at times 
g 
like non-exporters. Seven of these were found, and they 
were designated as non-committed exporters, while the bal¬ 
ance of the exporters were called committed exporters. Be¬ 
cause of this finding, two sets of statistics have been run. 
The first compares all exporters with all non-exporters 
while the second compares the committed exporters with the 
non-committed exporters and the non-exporters. As will be 
pointed out later, this second comparison often appears 
g 
The following is taken from a comment on an interview 
sheet of a decision maker whose company makes electronic com¬ 
ponents. One of his large customers insists that he ship his 
product to Canada and to Western Europe, and "he says that he 
is not interested in foreign -travel but that he is really pro¬ 
vincial (his words). He also says that exporting was forced 
on him because of his American customer, and, by implication, 
he would not do it if he could get out of it. From this he 
really comes in the non-export class although he isn't. It 
would be interesting to run his figures with the non-export- 
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TABLE 3-1 
INTERVIEWS GRANTED BY 
TYPE OF LETTER SENT 







All Letters 177 59 33.3% 
Regular Letters* 112 45 40.2% 
Non-Export Only** 65 14 21.5% 
* Letter made no mention of exporting 
** Letter asked for non-exporters only 
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better than the first one. For simplicity in data analysis 
and recording, the following symbols will be used in many of 
the further discussions of these variables. 
Committed Exporter CE 
Non-committed Exporter NCE 
Non-exporter NE 
All Exporters AE 
Non-committed Exporters and 
Non-exporters NCE 6 NE 
The Companies 
7 
Company size. Previous research has shown that the 
average exporter tends to be larger than the average non-ex- 
porter. This study bears this out. The number of employees 
is the only variable collected in this study other than the 
forty-nine statements on the perceptions of exporting where 
a statistically significant difference between the groups 
was found. Since the original plan of study called for the 
companies to be matched as closely as possible by number of 
employees, no provision was made to test for difference in 
size. However, when the idea of matched pairs was abandoned 
because there was no way to identify exporters and non-ex¬ 
porters in advance, it then became possible to test the two 
groups for variations in size. The average employment for 
all exporters was about 113 people and for all non-exporters 
7 
The Michigan Commerce and Commercial Policy Study and 
the Opinion Research Corporation Study for the U.S. Depart¬ 
ment of Commerce both mentioned in Chapter I. 
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it was 56 people. The mean for the committed exporters was 
considerably higher than for the non-committed exporters 
(121.7 to 70.4). A t-test of the difference in the mean of 
all exporters and the mean of the non-exporters was signifi¬ 
cant at the .001 level while a t-test of the difference in 
the mean of the committed exporters with the mean of the 
non-committed exporters and the non-exporters was significant 
at the .003 level. Table 3-2A contains an analysis of the 
companies by the number of employees. 
In spite of these results, the smallest company in the 
study has only twenty employees and is a very active ex¬ 
porter. It exports nearly one-third of its annual sales, 
and its two top executives have divided their world market 
between them and spend several months each year cultivating 
these markets. Thus it appears that although larger size 
may be an advantage for a firm entering the export market, 
lack of it need not be a deterrent if the company’s manage¬ 
ment has the interest and if the product has a potential 
market. 
Industry classification. Originally the study was lim¬ 
ited to five Standard Industrial Classification (SIC) groups 
which have been classified in the Rieth report as high tech¬ 
nology growth industries. The five groups were 28 - Chemi¬ 
cals and Allied Products, 35 - Machinery except Electrical, 
36 - Electrical and Electronic Machinery, Equipment and Sup¬ 
plies, 37 - Transportation Equipment, and 38 - Measuring, 
58 
TABLE 3-2A 





Companies CE NCE NE AE NCE S NE 
20-39 13 4 0 9 4 9 
40-59 10 3 1 6 4 7 
60-79 14 4 4 6 8 10 
80-99 6 4 0 2 4 2 
100-149 7 4 2 1 6 3 
150-199 3 2 0 1 2 1 
200-249 2 2 0 0 2 0 
250-299 2 2 0 0 2 0 
300-350 2 2 0 0 2 0 
TABLE 3-2B 
SUMMARY STATISTICS ON NUMBER OF EMPLOYEES 
Statistic 
All 













Mean 88.932 121.704 80.429 55.920 113.206 61.281 
Median 65.250 85.000 71.250 48.000 83.000 57.500 
Standard 
Deviation 72.950 92.050 26.324 33.817 84.195 33.547 
59 
Analyzing, and Controlling Instruments: Photographic, Medi¬ 
cal, and Optical Goods; Watches and Clocks. For reasons 
cited earlier in this chapter, SIC group 34 - Fabricated 
Metal Products Except Machinery and Transportation Equip¬ 
ment, was added later in the study. Table 3-3 gives a break¬ 
down of exporters and non-exporters by SIC groups. Ideally, 
exporters and non-exporters would have been paired by SIC 
group as well as by size, but this was impossible for rea¬ 
sons cited earlier. Therefore, there is a considerable dif¬ 
ference in SIC groups between exporters and non-exporters. 
Exporters were considerably stronger in groups 28, 35, and 
36 than were the non-exporters. 14.7 percent of the ex¬ 
porters were in group 38 while there were no non-exporters 
in this group. These differences certainly introduced some 
unexplained variance into the study. 
The Export Decision Makers 
For purposes of this study, the decision maker is de¬ 
fined in Chapter II as "the person responsible for making 
the decision to export or not to export." In order to dis¬ 
guise the purpose of the study, the letter asking the company 
to participate asked for an interview with the person respons¬ 
ible for deciding which markets the firm would enter. The 
letter was always sent to the chief executive and suggested 
that in a small firm this would usually be the chief-execu¬ 
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correct decision maker was accepted for use in this study. 
All of the companies in the survey were corporations. 
In about half of the cases (thirty out of fifty-nine) the 
decision maker was a major owner in the business with an in¬ 
terest ranging from 20 percent to 100 percent. The cooper¬ 
ation of the executives that participated in the survey was 
outstanding. Although many had prefaced their acceptance of 
an interview with a warning that certain information was 
privileged, no one refused to answer any questions. Most of 
the decision makers interviewed were corporate officers, and 
forty were presidents of their companies. Table 3-4 gives a 
breakdown of the decision makers by job classification. 
Age of decision makers. Does the age of the decision 
maker have a bearing on whether a company exports or does 
not export? Intuitively one might feel that the young are 
more adventuresome and so might be more prone to exporting. 
This study found that there was no statistically significant 
difference in the average ages of the decision makers in the 
various groups. The two youngest persons interviewed were 
classified by the interviewer as non-decision makers. Both 
of them were non-exporters, so that if they had been removed 
o 
Only four of the persons interviewed did not appear to 
meet the definition of decision maker, and in at least two 
of the cases they were closely related to the decision maker 
(son and brother) so that they appeared to know the rationale 









CE NCE NE 
President 39 
Division President 1 
Executive Vice President 2 
V.P. Marketing 1 
Vice President 1 
Vice President-Treasurer 2 
Treasurer £ General Manager 1 
Treasurer 2 
Assistant Treasurer 1 
Controller 1 
Marketing Director 1 
Sales Manager 5 
General Manager 1 
Office Manager 1 
Totals 59 
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from the calculations, there would have been even less dif¬ 
ference in the average ages of the groups. Table 3-5 lists 
information about the ages of the decision makers, including 
a breakdown by export categories. 
9 
Education. Simpson found that one factor which dis¬ 
criminated between exporters and non-exporters was the edu¬ 
cational level of the decision maker. This study found no 
such difference. One explanation could be that Simpson’s 
sample contained companies manufacturing a wide variety of 
products, whereas the companies in this study all made high 
technology products. The formal education of the decision 
makers varied from twelve years to twenty-two years. How¬ 
ever, the large concentration was in the sixteen to eighteen 
year bracket. This means thS.t most of the decision makers 
had a bachelor’s degree, and many had a master's degree as 
well. Seventeen had engineering degrees, and sixteen had 
business degrees. Table 3-6 gives a summary tabulation of 
years of education by export classification. 
Foreign language capabilities. One result of this 
study was rather surprising. The decision maker was asked 
whether or not he read or spoke a foreign language and, if 
so, which one. Intuitively one would not expect a great 
difference between the two groups but would expect, however, 
q 
Claude L. Simpson, Jr., "The Export Decision Process: 
An Interview Study of the Decision Process in Tennessee Man¬ 
ufacturing Firms” (unpublished PhD dissertation, Georgia 
State University - School of Business Administration, 1973). 
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TABLE 3-5A 
AGE OF DECISION MAKERS BY EXPORT CLASSIFICATION 
All 
Export Classification 
Makers CE NCE NE AE NCE 6 NE 
25-34 4 0 1 3 1 4 
35-44 14 9 1 4 10 5 
45-54 22 10 3 9 13 12 
55-64 17 6 2 9 8 11 
65 and over 2 2 0 0 2 0 
TABLE 3-5B 






CE NCE NE AE NCE S NE 
Range 25-67=42 35-67=32 28-60=32 25-64=39 28-67=39 25-64=39 
Mean 49,237 49.926 47.714 48.920 49.471 48.656 
Median 51.375 51.000 53.750 51.750 51.167 52.000 
Standard 
Deviation 9.872 8.655 11.786 10.878 9.225 10.897 
65 
TABLE 3-6A 
EDUCATION OF DECISION MAKERS 
BY EXPORT CLASSIFICATION 
All 
Educational Decision -L*-P-2£l .Classification- 
Level Makers CE NCE NE AE NCE S NE 
High School 
Graduate 7 3 0 4 3 4 
Some College 8 
Bachelor’s 
Degree 18 
Graduate Work 26 
3 2 3 5 
6 3 9 9 





SUMMARY STATISTICS ON EDUCATION 






CE NCE NE AE NCE 6 NE 
Range 12-22=10 12-22=10 14-18=4 12-19=7 12-22=10 12-19=7 
Mean 16.051 16.370 15.857 15.760 16.265 15.781 
Median 16.306 16.714 16.000 16.111 16.500 16.083 
Standard 
Deviation 2.104 2.256 1.464 2.107 2.108 1.963 
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that more of the exporters than the non-exporters would have 
foreign language proficiencies. Actually the reverse was 
true. Thirty-three out fifty-nine (56 percent) indicated 
some foreign language proficiency. The breakdown into the 
three export groups was as follows: 
CE 14 out of 27 51.9 percent 
NCE 3 out of 7 42.9 percent 
NE 16 out of 25 64.0 percent 
In discussing this with the decision makers, the answer be¬ 
came obvious. First, the foreign language proficiency usu¬ 
ally had nothing to do with business. In many cases the de¬ 
cision maker was a second or third generation American, and 
the foreign language was the one spoken in his home when he 
was a child. In other cases the foreign language was the 
one learned at school. Second, many of the decision makers 
pointed out that for the export of high technology products, 
English was usually the language used. They said that if a 
firm had overseas salesmen, these men were expected to be 
proficient in the language of their customers, but this was 
not expected of the executives traveling from the United 
States. As one executive explained, "they like to practice 
their English, and they speak it much better than I could 
hope to speak their language." Another executive noted that 
his company sold to countries all over the world, and while 
agents were used overseas, one corporate executive handled 
most of the business with these agents. He said it would 
be impossible for this one executive to know the number of 
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languages necessary to talk with all of the company’s major 
overseas customers. 
Foreign travel. Foreign travel was another area that 
produced some slightly surprising results. Although it is 
an accepted fact that the airplane has increased the amount 
of overseas travel tremendously in the past twenty years, 
the results of this portion of the study were not expected. 
Only two of the fifty-nine decision makers had not traveled 
outside of the United States. One was in the non-committed 
export group while the other was a non-exporter. Much of 
the travel was for pleasure rather than for business, and 
so this was probably a measure more of the growth of travel 
in the United States and of the general affluence of this 
particular group of individuals than anything else. 
Reasons for Exporting or not Exporting 
Simpson^ found that most of the exporters he studied 
started exporting because of an unsolicited export order 
which he defined as a ’’fortuitous external stimulus.” He 
also found that a large number of non-exporters had also re¬ 
ceived foreign export inquiries but had not exported. In 
this study the exporters were asked why and when they began 
exporting. The non-exporters were asked if they had ever 
exported and, if so, why they had stopped. Those who had 
never exported were asked their reasons for not exporting. 
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The results were similar to those found by Simpson. Eighteen 
out of the thirty-four exporters listed "received an export 
inquiry” as the reason for starting to export. Three said 
that they decided to expand the market. The rest, including 
some of those listed above, amde various comments about their 
reasons for beginning to export. These are listed in Appen¬ 
dix E. They show a general optimism about exporting and 
a belief that larger markets and higher profits are available 
for those who are willing to expand their horizons. 
Tales of two exporters. Two interesting anecdotes might 
be recalled here. The first concerns a conversation with a 
committed exporter who was visited about a third of the way 
through the data collection process. At that time only 
three non-exporters had been located, and the interviewer 
was complaining about his poor luck. The decision maker 
commented that he was not at all surprised because all high 
technology firms should be exporting. 
The second concerns a specialty paint manufacturer. In 
another interview with a stain manufacturer, the decision 
Two of the New Hampshire manufacturers interviewed in 
the pre-test made interesting comments on their reasons for 
entering the export market. One gave two reasons, diversity 
and world peace through trade. The other noted that by get¬ 
ting to know more about the mores and thinking in other coun¬ 
tries perhaps international tensions can be reduced. Since 
these ideas run counter to many of the commonly held concepts 
of the grasping American corporation, they are mentioned here 
despite the fact that they are not officially part of the 
study. 
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maker described an experience he had had four or five months 
previously. A visiting customer from Australia had expressed 
a desire to visit an American paint factory, and so arrange¬ 
ments were made to visit one in a nearby city. The paint 
manufacturer had never done exporting of any kind, but the 
Australian was so impressed with the company and its product 
that arrangements were made for a small sample order. Appar¬ 
ently this proved beneficial to both parties because when 
this company was visited a few weeks later, the decision 
maker said that he expected 1975 exports to be about two per¬ 
cent of sales, but in 1976 he felt they would climb to ten to 
fifteen percent of sales. The paint industry is very season¬ 
al with most of the sales coming in the summer months. 
Australia, with its seasons reversed from those of the United 
States, provides a nearly perfect method of evening the peaks 
and valleys in a seasonal product. It is very interesting to 
note the speed with which this company acted once it recog¬ 
nized the advantages of exporting. 
A view of the non-exporters. What about the non-ex- 
porters? Only nine companies or thirty-six percent of those 
interviewed had never exported while sixteen or sixty-four 
percent had exported at some time or other. Why did these 
sixteen companies stop? Generally it was because there were 
no new orders. The impression which came out of these inter¬ 
views was that these were unsolicited export orders which the 
company received and filled but did not encourage. When the 
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orders ceased coming, little or no effort was made to de¬ 
termine why they had stopped. The export orders provided 
extra business, and although the company was glad to re¬ 
ceive these orders, when they stopped coming, the company 
did not feel obliged to actively seek renewals or replace¬ 
ments in the export market. 
Why non-exporters do not export. All non-exporters 
were asked, "Why don't you export?” The answers are tabu¬ 
lated in Appendix F. The general feeling seemed to be that 
they were too busy with their domestic business, that they 
were not competitive because of high production and labor 
costs, or that they could not afford to ship their product 
overseas because of the high weight and bulk when compared 
to manufacturing cost. One decision maker had just finished 
telling the interviewer that he could not ship his product 
overseas because of its relatively high weight and low value 
when he started complaining about the competition he was re¬ 
ceiving in his domestic business from imports from overseas. 
The interviewer never did ask him how foreign companies 
could afford to ship their relatively high weight, low value 
product across the ocean and still compete with him. A num¬ 
ber of companies, especially those in precision machining 
and stamping noted that they "do not have a product." What 
they meant was that they do not have a standardized product 
but instead have machines and skilled technicians capable of 
turning out precision sub-assemblies and dies for many in- 
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dustries. This study found no exporters in these areas, but 
it did find one non-exporter who had done some limited ex¬ 
porting in the past and one other who is actively investi¬ 
gating export possibilities in Europe. In addition one or 
two of the companies contacted late in the study, when the 
letter specifically asked for non-exporters, appear to be in 
this type of business, and they are exporting. 
The Export Decision Makers’ Views of the 
Benefits and Problems of Exporting 
When a business expands into a new market, it expects 
to receive certain benefits, and it also expects to encounter 
certain problems. If the choice of markets has been a wise 
one, then one would expect that the benefits would outweigh 
the problems. Exporting is certainly expanding a market, 
and so the exporters were asked to describe what they had 
found to be the principal benefits and the principal problems 
of exporting. The complete tabulation of their answers is 
listed in Appendix G. The principal benefits listed were 
extra sales and profits, expanded markets, and diversifica¬ 
tion. The consensus seemed to be that, in general, profits 
tended to be at least as high, if not higher, than domestic 
profits. The matter of extending the seasons, which was dis¬ 
cussed earlier, was also listed as an advantage. The most 
novel reason was given by a decision maker who said that it 
gave him a chance to do far more foreign travel than he could 
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afford to do in any other way. One commented that he found 
it interesting while others felt that it helped their cor¬ 
porate image to be recognized as an "international” company 
and consequently benefitted their domestic business as well. 
In the area of problems, most of the decision makers 
listed numerous problems and then ended by saying that al¬ 
though these problems were not serious deterrents to export¬ 
ing, they were problems that they usually did not encounter 
in their domestic business. The most commonly mentioned 
problems were paperwork, communications, time and distance 
involved, language, foreign exchange, and credit. The com¬ 
mitted and the non-committed exporters both talked about the 
same kinds of benefits, but in the problem areas, the non- 
committed exporters appeared more concerned with foreigh 
competition, foreign government subsidies, and finding suit¬ 
able foreign agents and distributors than were the committed 
exporters. 
Summary of the Research Process 
This chapter describes the data gathering process and 
some of the preliminary findings. It begins by describing 
the methods used to gather data for the research, the ration¬ 
ale for various decisions that were made, and the problems 
that appeared due to unforeseen circumstances. It continues 
by giving some general information about the companies in 
the study and finally draws a picture of the export decision 
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makers, discusses the reasons they gave for exporting or not 
exporting, and looks at what the exporters felt were the 
principal benefits and the principal problems of exporting. 
The next chapter will review the nonparametric analysis of 
the forty-nine statements, "Opinions of Exporting.” 
s 
CHAPTER IV 
NONPARAMETRIC ANALYSIS OF THE RESULTS 
The Decision Maker's Perceptions of Exporting 
The principal purpose of this research was to study the 
decision makers of small Massachusetts firms in order to de¬ 
termine whether or not there was a difference in the percep¬ 
tions of exporters and non-exporters toward such aspects of 
exporting as risk, profit potential, costs, problems, and 
personal rewards. Since man has an inherent fear of the un¬ 
known, some of the differences found in any study of this 
sort are probably explained by this fear. One decision 
maker said that the first few export orders in his company 
created a real crisis as executives and clerks struggled to 
decipher government regulations and to complete all of the 
necessary paperwork. Today he said that although the paper¬ 
work still needs to be completed, the clerks in his office 
know exactly what needs to be done, and it is a routine op¬ 
eration requiring none of his time. One possible way to 
eliminate this variable of fear of the unknown would be to 
follow the procedure used by Simpson.'*' He limited the ex¬ 
porters in his study to firms which had been exporting for 
^Claude L. Simpson, Jr., The Export Decision Process: 
An Interview Study of the Decision Process m Tennessee Man¬ 
ufacturing Firms, (unpublished PhD dissertation, Georgia 
State University - School of Business Administration, 1973). 
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only a few years. He asked these exporters for their opin¬ 
ions of the various aspects of exporting that he was testing, 
both at the time of the interview and before they began ex¬ 
porting. He found very little difference in the answers. 
• 
This could mean that there was little change in the decision 
maker’s perceptions because of experience, or it could mean 
that although the decision maker’s perceptions changed be¬ 
cause of his experience in exporting, he actually forgot his 
earlier feelings. If there is little actual change in the 
decision maker’s perception over time, there is no reason to 
ask the same question twice. If, on the other hand, there 
is a change, but the decision maker does not recognize it, 
then there is still no reason to ask the question twice. 
Therefore Simpson’s method was not used. 
The measuring instrument. Forty-nine statements were 
developed to measure the decision maker’s perceptions of ex¬ 
porting. These came from many sources. Some were taken 
from answers given to researchers in various published 
studies. Some came from the comments of international mar¬ 
keting experts in both books and journals. Some came from 
discussions which the researcher had with students and facul¬ 
ty at the University of Massachusetts, and some came from the 
researcher’s own personal experiences and his discussions 
with friends in the business community. The statements were 
pretested, as described in Chapter II, and a number of the 
76 
o 
original statements were either changed or omitted. 
Summary of the test results. In the comparison of the 
exporters against the non-exporters, eighteen of the state- 
3 
ments were significant at the .10 level or better. In add¬ 
ition four statements were very close to the .10 level of 
significance. As pointed out in Appendix C, this is a large 
sample test for sample sizes of forty or more, and, while it 
may be used for smaller sized samples, it gives a conserva¬ 
tive test. Therefore, if it had been possible to use the 
small sample test, it appears quite possible that these four 
statements might have been significant also. In the compar¬ 
isons of the committed exporters against the non-committed 
exporters and the non-exporters, the results were even 
stronger. Twenty-three of the statements were significant 
at the .10 level or better, and one statement was close to 
the .10 level. Sixteen of the statements were significant 
in both sets of tests. 
The one-tailed test used in this analysis measures the 
direction of the differences between the two samples, i.e., 
are the values from one population larger than the values 
from the other population being measured? Interestingly 
enough, the results, with one possible exception, were in 
2 
A copy of the ’’Opinions of Exporting” is in Appendix A. 
3 
The .10 level of significance is often used in non- 
parametric analysis. 
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the direction which would be normally predicted. The one 
exception was statement nine - The Commonwealth of Massachu¬ 
setts does nothing to help increase exports. The Common¬ 
wealth does have an international section in its Department 
of Commerce and Development, so one would normally expect 
that exporters would disagree with this statement, and non¬ 
exporters would agree. However, the reverse was true, and 
from some of the remarks made to the interviewer, it appears 
that there is little actual help for the exporters. The ex¬ 
porters, of course, knew this from experience while the non¬ 
exporters had only been reading the department’s press re¬ 
leases . 
Analysis of the Kolmogorov-Smirnov Results 
The results of the Kolmogorov-Smirnov tests will be an¬ 
alyzed in this section. One fact should be emphasized, how¬ 
ever. This statistic is a measure of rank order, so that 
both groups could be opposed to a statement and still have 
a statistically significant difference in the results. For 
instance, if most of the exporters strongly disagreed with 
a statement while most of the non-exporters generally dis¬ 
agreed or moderately disagreed, the statistic would measure 
the degree of disagreement and might indicate a statistically 
4 
significant difference. 
^The Kolmogorov-Smirnov analysis of the twenty-six var¬ 
iables discussed in this section is in the Appendix H. 
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Although it was mentioned earlier, it is well to point 
out once again the limitations of the convenience sample used 
in this study. All statistical tests used in this study are 
predicated on a random sample. Therefore the results of the 
tests cannot be generalized to a wider population. 
Ideally the Kolmogorov-Smirnov test would have shown a 
statistical significance between exporters and non-exporters 
on all of the forty-nine statements on the "Opinions of Ex¬ 
porting." This did not happen, although a substantial num¬ 
ber of the statements did appear to discriminate between the 
two groups. As was mentioned earlier, two groups of tests 
were made. The first compared all exporters with all non¬ 
exporters while the second compared the committed exporters 
with the non-committed exporters and the non-exporters. 
Table 4-1 contains a summary of the results of the Kolmogorov- 
Smirnov analysis of the "Opinions of Exporting." Using the 
common .05 or better level of significance, fifteen out of 
forty-nine statements were significant in a comparison of 
exporters with non-exporters, while in a comparison of com¬ 
mitted exporters with non-commited exporters and non-ex¬ 
porters, the figure is eighteen. If the .10 level is used 
then three more statements can be added to the first group 
and five to the second group. 
The first statement read, Exporting is very risky. ITd 
rather go to the racetrack. Then at least I could have a 
good time while I lost my money. This statement was intended 
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TABLE 4-1 





AE vs. NE NCE 8 NE 
Significance 
Var. 
# AE vs. NE 
Level 
CE vs. 





AE vs. NE NCE 8 NE 
1 .500 .100 18 .900 .750 34 .250 .500 
2 .750 .500 19 .900 .750 35 .750 .500 
3 .025 .250 20 .100 .100 36 .025 *.250 
4 .025 .005 21 .750 .250 37 .500 .750 
5 .500 .750 22 *.250 .050 38 .001 .005 
6 .500 .250 23 .001 .001 39 .001 .005 
7 .500 .500 24 .050 .050 40 .010 .025 
8 .250 .100 25 .250 .500 41 .750 .750 
9 .100 .010 26 .500 .500 42 .500 .025 
10 .500 .250 27 .950 .975 43 .500 .500 
11 *.250 .100 28 *.250 .010 44 .010 .001 
12 .750 .750 29 .500 .750 45 .050 .050 
13 .010 .025 30 .500 .500 46 .005 .005 
14 .010 .005 31 .250 .100 47 .500 .500 
15 .900 .900 32 .750 .750 48 .750 .750 
16 .100 .005 33 .500 .750 49 .025 .010 
17 .050 .025 
* Nearly significant at .100 level 






















Close to .100 4 1 
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as a measure of the decision maker’s perception of risk. 
Numerous studies, including the one by Simpson, had indicated 
that risk was one factor that hindered exports. This ques¬ 
tion was not significant for AE versus NE but was significant 
at the .10 level for CE versus NCE & NE. The reason for this 
was that the non-committed exporters acted more like the non¬ 
exporters than they did like the committed exporters. It is 
interesting to speculate on why the results turned out as 
they did. One can understand the non-exporter feeling that 
the risks of exporting were too great so that he did not want 
to get involved in such a risky venture. However, the non- 
committed exporter is involved in exporting, albeit unwill¬ 
ingly. He should know something about the risk, and unless 
he experienced some great loss due to exporting, which was 
never mentioned, why should he feel that exporting was so 
risky? One explanation, at least for some of these companies, 
is that their export business was confined to one or two 
large customers. Usually these were foreign subsidiaries of 
an American customer, so they felt as though they were deal¬ 
ing with an American company rather than a foreign one. 
Statement 3, Exporting is very difficult because the 
most desirable markets have high tariff barriers, was signif¬ 
icant at the .025 level for AE versus NE but was not signifi¬ 
cant for CE versus NCE S NE. The explanation here appears 
simple. Those engaged in exporting, whether committed or 
not, know what the tariff situation is. For the non-exporter, 
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it is a fear of the unknown. 
Statement 4, Products utilizing new or advanced technol 
ogy are easier to export than are products using older and 
more simple technology, was significant in both groups. In 
the comparison of AE versus NE, it was significant at the 
.025 level, while the other group, CE versus NCE S NE, was 
significant at the .005 level. Using the theory of compara¬ 
tive advantage, the textbook answer to this question would 
be to strongly agree. In all of the groups more than fifty 
percent did agree with the statement. However, the non-com- 
mitted exporters and the non-exporters agreed more strongly 
than did the committed exporters. This would tend to sup¬ 
port the theories of this study. While the non-committed 
/ 
exporters and the non-exporters tend to accept ’’general know 
ledge” as so, the committed exporter is not necessarily con¬ 
vinced, and so perhaps by using an extra marketing effort, 
he is able to easily compete in the export market with a 
product which does not utilize the newest technology. 
Statement 8, The paper work involved in exporting is 
too complicated and expensive for our company, was not sig¬ 
nificant in AE versus NE but was significant in CE versus 
NCE £ NE at the .10 level. This is in accordance with the 
hypothesis of this study. The committed exporters have 
routinized the paperwork so that it is no problem while the 
non-committed exporters and the non-exporters both fear it. 
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Statement 9, The Commonwealth of Massachusetts does 
nithing to help increase exports, was found significant by 
both groups, at the .10 level for AE versus NE and at the 
.001 level for CE versus NCE £ NE. The interesting factor, 
as described earlier, is that the non-conunitted exporters 
and the non-exporters tended to disagree with this statement 
more than the committed exporters did. 
Statement 11, The complications of ocean shipping are 
so great that exporting is not a worthwhile venture for a 
small company, was not significant for AE versus NE although 
it was very close to the .10 level of significance, but for 
CE versus NCE £ NE, it was significant at the .10 level. 
Once again this supports the hypothesis of this study that 
the non-exporters perceive the problems of exporting to be 
greater than do the exporters. In this case the non-commit- 
ted exporters have once again behaved mere like non-exporters 
than like exporters. 
Statement 13, I don't speak any language but English 
and therefore would be reluctant to try and get into the ex¬ 
port business, was significant in both groups, AE versus NE 
at the .010 level and CE versus NCE £ NE at the .025 level. 
Both groups disagreed with the statement, but the exporters 
tended to disagree with it more. Several of the committed 
exporters stressed the fact that in most countries the know¬ 
ledge of English among their customers was high and that 
many of these people preferred to do business in English even 
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when the American spoke the customer's language rather flu¬ 
ently. 
Statement 14, The political instability in the world 
makes it very risky to engage in export business, was sig¬ 
nificant in both groups, AE versus NE at the .010 level and 
CE versus NCE 8 NE at the .005 level. This of course sup¬ 
ports the hypothesis of this study that the non-exporters 
perceive the risks of exporting to be greater than do the 
exporters, and this was another example where the non-com- 
mitted exporter behaved more like a non-exporter. 
Statement 16, The multinationals have ruined the export 
business by opening plants in most of my best potential mar¬ 
kets , was significant in both groups, AE versus NE at the 
.10 level and CE versus NCE 8 NE at the .005 level. The 
non-committed exporter again behaved more like a non-exporter 
and expressed a protectionist fear of "unfair" overseas com¬ 
petition. 
Statement 17, Exporting is not as rewarding as dealing 
with my domestic customers, was significant in both groups, 
at the .050 level for AE versus NE and at the .025 level 
for CE versus NCE 8 NE. This statement was an attempt to 
arrive at some measure of the personal rewards and achieve¬ 
ments in exporting, and once again the non-committed ex¬ 
porter was grouped more closely with the non-exporter than 
with the committed exporter. 
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Statement 20, I would like to export, but I don’t know 
where to go for help, was significant in both groups at the 
.10 level. There are, of course, many places where a com¬ 
pany can go for help if it is interested in entering the ex¬ 
port market, but, once again, the non-exporter perceived the 
problems to be much greater than did the exporter. 
Statement 22, Export business is a nuisance and should 
therefore provide an extra margin of profit when compared to 
domestic business, was significant at the .05 level for the 
CE versus the NCE S NE group. Although the results were not 
significant for the AE versus the NE group, they were close 
to the .10 level. Once again the non-committed exporter was 
more closely aligned with the non-exporter than with the com¬ 
mitted exporter. In the interviews many of the committed ex¬ 
porters said that the profit on exports tended to be somewhat 
higher than their domestic profits but that this was because 
of market demand conditions. Most of them also expressed 
the willingness to operate on lower than normal profit mar¬ 
gins in their export markets when the market conditions 
seemed to require it. 
Statement 23, We must start exporting now if our company 
is going to continue to grow, was significant at the .001 
level for both groups. As might have been predicted, the 
non-exporters disagreed and were generally content to ser¬ 
vice the domestic market. 
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Statement 24, Exporting is a very viable method of in¬ 
creasing sales for a small company, was significant at the 
.05 level for both groups. Once again the non-exporter 
shows no interest in the export market, presumably because 
he perceives the problems as much too great for any possible 
benefits he might receive. 
Statement 25, Exporting is difficult because it is hard 
to check credit references in foreign countries, was not 
significant in either group, but it was almost significant 
at the .10 level for AE versus NE. Here the non-committed 
exporter behaved more like the committed exporter, probably 
because he had had experience which the non-exporter had not. 
Statement 28, The government is only interested in big 
business. Its programs to aid exports, such as DISC, are 
geared to the large corporations and are too complicated and 
expensive for a small company, was significant at the .01 
level in the CE versus the NCE S NE group. It was not sig¬ 
nificant for the AE versus the NE group, but it was close to 
the .10 level of significance. Once more this is an example 
of the non-committed exporter behaving more like the non¬ 
exporter. 
Statement 31, The advent of the European Common Market 
has made exporting to Europe a very difficult process, was 
significant at the .10 level for the CE versus the NCE 8 NE 
group. This is still another case where the non-committed 
exporter behaved more like the non-exporter than he did like 
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the committed exporter, and both of them apparently perceived 
the export problems as greater than did the committed exporter. 
Statement 36, I feel that the contacts I could make in 
exporting would give me a better understanding of the prob¬ 
lems of the world, was significant at the .025 level for the 
AE versus the NE group. It was not significant for the CE 
versus the NCE S NE group, but it was nearly significant at 
the .10 level. Interestingly, the non-exporters tended to 
agree with this statement more than the exporters, who were 
more or less unified this time. Apparently the exporters 
have found that most of their foreign travel is spent in 
talking business, and so they have little time to worry about 
the world’s problems. 
Statement 38, We have all the domestic business we can 
handle, and therefore, I am not interested in exporting, was 
significant in both groups, at the .001 level in the AE 
versus NE group and at the .005 level in the CE versus the 
NCE S NE group. In this case the exporters tended to behave 
as a unified group whereas the non-exporters showed their 
fear of the problems of exporting and their general disin¬ 
terest in exporting. 
Statement 39, There is a large potential market for our 
product in foreign countries, was significant in both groups, 
at the .001 level in the AE versus NE group and at the .005 
level in the CE versus NCE 8 NE group. The exporters ap¬ 
peared as a more or less unified group once more, while the 
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non-exporters see no great export market available to them. 
Statement 40, Exporting is only for the larger firms, 
was significant in both groups, at the .010 level in the AE 
versus NE and at the .025 level in the CE versus NCE £ NE 
group. The exporters appeared again as a unified group, and 
the non-exporters accepted the standardized excuses for not 
exporting. 
Statement 42, Exporting offers me a management special¬ 
ty that I feel could help solidify my position in the com¬ 
pany , was significant at the .025 level in the CE versus 
NCE £ NE group but was not significant for the AE versus NE 
group. The non-committed exporters answered more like the 
non-exporters, and both groups generally disagreed with the 
statement which was intended as a measure of personal ad¬ 
vancement. It apparently failed as a good measure because 
so many of the decision makers had a substantial financial 
interest in their company that their position was secure 
whether the firm exported or did not export. If the study 
should ever be expanded to medium sized firms with a much 
larger percentage of professional managers, then this would 
probably be a very good measure. 
Statement 44, Exporting could be a profitable outlet 
for our product, was significant in both groups, at the .010 
level in the AE versus NE group and at the .001 level in the 
CE versus NCE £ NE group. The non-committed exporters once 
again appeared to be more closely aligned with the non-ex- 
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porters than with the committed exporters as they perceived 
greater problems in exporting than did the committed ex¬ 
porters . 
Statement 45, If a small firm tries to go into export¬ 
ing, it will find that its executive talent will be spread 
too thin, and the company’s overall performance will suffer, 
was significant in both groups at the .050 level. In this 
case all of the exporters tended to agree with each other 
and did not see this as a problem, while the non-exporters 
saw it as a definite problem. 
Statement 46, We plan to increase the percentage of our 
product exported every year in order to attain our desired 
growth rate, was significant in both groups at the .050 
level. The exporters as a group tended to agree with the 
statement more than the non-exporters did. The non-exporters 
obviously felt that their desired growth could be obtained 
by other means. 
Statement 49, Since exporting means doing business under 
many different laws, this increases the complexity of man¬ 
agements problems to the point where it is inadvisable for 
a small company to consider selling outside the domestic mar¬ 
ket , was significant in both groups, at the .025 level in the 
AE versus NE group and at the .010 level in the CE versus 
NCE 8 NE group. In this case also, the non-committed ex¬ 
porter behaved more like the non-exporter, seeing as major 
problems matters which the committed exporter treated as 
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routine. 
Twenty-six statements have been discussed here, and of 
these, twenty-five were significant at the .100 level or 
better. The twenty-sixth statement was almost significant 
at the .100 level, and if there had been an appropriate 
small sample test that could have been used, it appears that 
it might have been significant as well. In fourteen of these 
twenty-six cases the non-committed exporter appeared to be¬ 
have closer to the non-exporter than to the committed ex¬ 
porter. In the other twelve cases the non-committed exporter 
behaved more like the committed exporter. 
An analysis of the statements with significant results 
is probably easier than one in which the results were not 
significant. This is especially true when the results had 
a significance level of .900, .950, and .975 as a few of 
them did. In these cases the results were exactly the oppo¬ 
site of what had been predicted in advance. In general what 
happened in the non-significant cases was that the two 
groups behaved more or less alike, and the closer their be¬ 
havior was to each other, the higher the probability re¬ 
corded in Table 4-1. Statement Two is a good case in point. 
The statement reads, Essentially exporting is not different 
from selling in the domestic market. The Kolmogorov-Smirnov 
statistic is based on the largest cumulative difference be¬ 
tween the two groups, and in this case the difference was 
not very large. In other words, any difference could be 
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attributed to chance. Why did the results come out as they 
did? Of course exporting is different from domestic busi¬ 
ness. However, in formulating this statement, the research¬ 
er assumed that the exporters would view the problems of ex¬ 
porting as essentially the same as domestic problems with 
any difference viewed as merely one of degree. On the other 
hand he felt that the non-exporters would consider the two 
sets of problems as entirely different. These anticipated 
differences between the exporters and the non-exporters did 
not appear, but instead both groups scattered their re¬ 
sponses over all six categories. 
Statement 6, A small firm is at a great disadvantage in 
exporting because of limited capital, was a similar situa¬ 
tion to the one just mentioned. The researcher made an 
assumption that was not borne out by the study. At least 
one non-exporter commented that although he did not plan to 
do any exporting, if he wanted to, he knew where he could 
get the necessary money. 
The other non-significant statements, which have not 
been mentioned previously, are listed below without comments. 
5. I look on exporting as a real challenge to my 
managerial capabilities. 
7. If we export, I would expect that overseas agents 
would be readily available to handle our products. 
10. Knowledge of the language of a country is import¬ 
ant in exporting to that country. 
12. It is necessary to change our product specifica¬ 
tions for various export markets. 
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15. We are at a disadvantage when compared to Euro¬ 
pean exporters because they receive tax rebates 
on their exports. 
18. Exporting is a good way to compensate for excess 
production capacity. 
19. President Ford talks about wanting to increase 
exports, but the government does nothing to help 
me in this regard. 
21. Foreign travel is advantageous in getting into 
the export business. 
26. A domestic international sales corporation, (DISC), 
is a big help in increasing the profitability of 
our export business. 
27. Exporting gives me a chance to travel and meet 
people I could never meet in any other way. 
29. Participation in a trade fair is a good way to 
start or to expand an export market. 
30. The company with a manager who has had formal 
training in international business can do a 
better job in exporting. 
32. Exporting offers significant opportunities for 
increased profits. 
33. If we export, we will have to wait a long time 
for our money. 
34. We are at a disadvantage when compared to Euro¬ 
pean exporters because they have government 
sponsored credit insurance. 
35. Exporting is very difficult because many of our 
products are more expensive than foreign products. 
37. Exporting means special problems because we must 
add people with special expertise. 
41. The U.S. Department of Commerce has a number of 
good programs to help small business get into 
exporting. 
43. Foreign exchange problems make exporting diffi¬ 
cult. 
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47. The extra volume which comes through exporting 
allows a company to implement many production 
efficiencies. 
48. College trained marketing executives are neces¬ 
sary if a company is considering entering the 
export market. 
Essentially the answers of the exporters follow the expected 
pattern. The problem with the questions is that the non-ex¬ 
porters did not differ from the exporters drastically enough 
to arrive at a significant test. Exactly why is difficult 
to determine. The important fact is that a number of the 
forty-nine statements did discriminate, some at very signif¬ 
icant levels, and so the general hypothesis of this study 
that there is a difference in the perception of exporters 
and non-exporters towards the profits, costs, problems, and 
personal satisfaction and advancement of exporting is strong¬ 
ly supported. 
Summary of the Nonparametric Analysis 
This chapter describes the results of the Kolmogorov- 
Smirnov nonparametric analysis. In the comparison of all 
exporters with all non-exporters, eighteen of the forty-nine 
statements were significant at the .100 level or better, 
while in the comparison of the committed exporters with the 
non-committed exporters and the non-exporters twenty-three 
statements were significant at the .100 level or better. 
All of the significant statements are analyzed and discussed. 
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including a discussion of the reasons for the different out¬ 
comes in the two sets of tests. All of the non-significant 
statements are listed. The following chapter will discuss 
the multivariate analysis of the same data. 
CHAPTER V 
THE MULTIVARIATE ANALYSIS 
Factor Analysis 
In any study of this kind with a large number of vari¬ 
ables that are likely to be intercorrelated, the researcher 
must find adequate methods to discover what relationships, 
if any, exist between these variables. A multivariate 
technique called factor analysis is often used to reduce the 
large number of original variables to a relatively few fac¬ 
tors which will explain most of the variance. When he ori- 
ginially drew up the forty-nine statements, the researcher 
tried to include measurements in five areas: risk, profit 
potential, costs, problems, and personal rewards. There¬ 
fore, it seemed logical to assume that a factor analysis 
might actually produce factors representing some or all of 
these general variables. 
Therefore, a factor analysis was performed on the data 
using the standard SPSS factor analysis subprogram FACTOR 
with a VARIMAX rotation. The initial results were unex¬ 
pected. The computer warned that "the matrix to be decom¬ 
posed is nearly singular." This meant that the determi¬ 
nant was nearly zero, and as a result, the inverse of the 
correlation matrix had some very high numbers in it, and 
there was multicollinearity present. However, an examina¬ 
tion of the correlation matrix failed to show any clear 
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evidence of the source of the multicollinearity. The com¬ 
puter warned that one variable was dependent on previous 
ones, but removing the variable did not materially improve 
the situation, and the determinant remained very close to 
zero. This leads to the conclusion that this wTas a complex 
situation with a linear dependence between groups of varia¬ 
bles rather than between single variables. 
One of the problems in factor analysis is to decide how 
many factors to include in the final analysis. Unlike many 
other statistical techniques, factor analysis depends a 
great deal on the researcher’s knowledge of the variables. 
As a result, general rules of thumb, rather than hard and 
fast rules, are often used to guide the researcher. One of 
these rules of thumb is to include all factors with an 
eigenvalue of one or greater in the analysis. This rule 
was used, and fifteen factors were isolated. Normally a 
variable is considered to load heavily on a factor if it 
has a .45 or higher loading. In this study the figure was 
reduced to .40, but, in spite of that, only twenty variables 
loaded on the fifteen factors. One factor had three heavily 
loaded variables in it, three had two, and eleven had only 
one. The initial conclusion was that the variables were in¬ 
dependent and that there was little or no direct intercorre¬ 
lation between them. 
Sometimes it is possible to force a better solution by 
arbitrarily reducing the number of factors and increasing 
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the number of iterations needed to improve the estimates of 
communality. In the SPSS factor analysis program that was 
used, the main diagonals of the correlation matrix are re¬ 
placed by communalities. A "communality is defined as the 
proportion of a variable sharing something in common with 
other variables in the set."**' Repeated iterations often im¬ 
prove the estimates of communality, but, because the de¬ 
terminant was close to zero, the first iteration estimated 
the communalities at the upper limit of one. Therefore, in¬ 
creasing the permissible iterations would not improve the 
results. With ten factors, only nine variables loaded 
heavily at .40 or better. One factor had no heavily loaded 
variables while the other nine had one each. No variable 
loaded heavily on more than one factor. 
This meant that factor analysis did not aid the analy¬ 
sis in this study because, instead of being intercorrelated, 
2 
the variables were independent. The results did not alter 
The results did not alter the main hypothesis of the study. 
Norman H. Nie, C. Hadlai Hull, Jean G. Jenkins, Karin 
Steinbrenner, Dale H. Bent, SPSS: Statistical Package for 
the Social Sciences, Second Edition (New York: McGraw Hi"11 
Book Company, 1975), p. 480. 
2 
The researcher was talking about this problem with a 
professor who teaches multivariate statistics in the Business 
School at the University of Massachusetts. He examined the 
computer printout very carefully and then asked for a copy, 
saying that it was a classic case where factor analysis does 
not work, and he would like to use it in his courses. 
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The factor analysis was not intended to measure perception 
but merely to try to fit the causes for the difference in 
perception into some easily defined niches. This it was un¬ 
able to do. The differences in perception did exist, but 
the measures, as far as could be determined, were indepen¬ 
dent. This means that there might also be many more inde¬ 
pendent variables that have not been isolated that might 
also measure these perceptions. The next section of this 
chapter will look at how well these forty-nine statements 
discriminated between the exporters and the non-exporters. 
Discriminant Analysis 
Discriminant analysis is a multivariate statistical 
technique which attempts to distinguish between two or more 
groups of cases by developing a number of discriminating 
variables that measure the characteristics by which the 
groups are supposed to differ. The discriminating variables 
were the forty-nine statements about the opinions of export¬ 
ing. If these statements did, in fact, discriminate between 
the groups, the main hypothesis of this study, that exporters 
and non-exporters differ in their perceptions of the risks, 
profit potential, costs, problems, and personal rewards of 
exporting, would be strongly supported. 
Advantages of the discriminant analysis. There were 
two readily discernable advantages of discriminant analysis 
over the Kolmogorov-Smirnov analysis described in the previ- 
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ous chapter. The first advantage was that the use of dis¬ 
criminant analysis made possible a comparison of more than 
two groups. This was something that could not be done in 
the nonparametric analysis, and so it was possible to run 
three sets of discriminant tests. Therefore, in addition 
to the comparison of all exporters with the non-exporters 
and the comparison of the committed exporters with the non- 
committed exporters and the non-exporters, a third compari¬ 
son of the three groups (committed exporters, non-committed 
exporters and non-exporters) was made. The second advantage 
was concerned with the characteristics of the two tests. As 
explained in the second chapter, the main hypothesis was a 
general one about the difference in the perceptions of ex¬ 
porters and non-exporters towards various facets of export¬ 
ing. The nonparametric analysis required that each state¬ 
ment be tested individually, and the results examined to see 
if some generalized statements could be made from them. 
Discriminant analysis, on the other hand, looked at the 
whole and actually tested whether or not the group of vari¬ 
ables used was able to correctly classify the cases into 
their proper group. In this way the variables that were not 
statistically significant by themselves might, in fact, help 
to provide a better overall classification. 
Computer routine. The standard SPSS subprogram DIS¬ 
CRIMINANT, with the Wilks' lambda criterion for determining 
the number of discriminant functions, was used. One of the 
99 
problems encountered in running the discriminant analysis 
was the relatively small number of cases. Only fifty-nine 
decision makers were interviewed, and, although they were 
asked to rate every statement, eleven of them left one or 
more of the statements blank. This particular program auto¬ 
matically discarded all such cases before making the analy¬ 
sis, so that the complete analysis of all the variables used 
only forty-eight cases: twenty-two for the committed ex¬ 
porters, seven for the non-committed exporters, and nineteen 
for the non-exporters. Thus an already small number of 
cases was reduced to an even smaller number. In retrospect 
it appears that the only adequate solution would have been 
a substantially larger sample size, but time and financial 
constraints made this impossible. 
Three programs were run initially. In the first, the 
groups were CE, NCE, NE. In the second, they were AE, NE, 
while in the third they were CE, NCE S NE. With forty-nine 
variables and only forty-eight cases going into the program, 
one-hundred percent correct classification was assured, but 
this run was necessary to provide information for further 
runs. In order to obtain meaningful results with the rela¬ 
tively small number of cases, the number of variables had 
to be reduced. The problem was what criteria were to be 
used. A two step approach appeared to be the best one. 
First, some initial runs would be made with a relatively 
large number of strong variables to see the percentage of 
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correct classifications, the number of variables would be 
reduced until a point was reached where the results were no 
longer statistically significant. The second step would be 
to start at the other end of the scale with a few variables 
that the initial stepwise discriminant analysis had shown 
to be very weak and to run them to see the percentage of 
correct classifications and the statistical significance of 
the results. This would be repeated with small groups of 
increasingly stronger variables until a group of statistic- 
ally significant variables was found. It could then be 
assumed that all of the variables above this point in 
strength should also give good results. 
Initial subgroup of variables. The variables that had 
been significant in the Kolmogorov=Smirnov analysis, as 
described in Chapter IV, were the first subgroup of vari¬ 
ables chosen. If these variables had good predictive power 
in a discriminant analysis, it would reinforce the findings 
of the nonparametric analysis. Two sets of runs were made 
to test this. The first set consisted of the Kolmogorov- 
Smirnov variables that were significant at the .10 level or 
better. All of the results were significant at the .000 
level, and the percentage of correct classifications was 
very high. Summary results of the discriminant analyses of 
all of the variables and of the strong variables are shown 
in Table 5-1 while the results for the weak variables are 
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terion, and so forth. The first eight stepwise variables 
were used in the three runs: CE, NCE, NE; AE, NE; CE, NCE 
S NE. The results, shown in Table 5-1, were all significant 
at the .000 level, and the percentage of correct classifica¬ 
tions varies from 98.0 percent to 83.6 percent. Next the 
number of variables in the analysis was reduced in steps 
4 
from eight, to four, to two, and finally to one. As would 
be expected, the percentage of correct classifications 
dropped, but all of the results were still significant at 
the .000 level. This could lead to the assumption that the 
first variable in the stepwise analysis, which was variable 
23 in all three runs, was a very strong variable and that it 
overpowered the other variables in the analysis. In order 
to test this, another run was made using the second through 
the eight variables. The results, shown in Table 5-1, are 
still significant at the .000 level, and the percentage of 
correct classifications actually rose in one case, stayed 
about the same in another, and dropped in the third. One 
reason for the rise could have been the fact that in this 
instance more cases came into the analysis, and this may 
3 
Nie et al., op. cit. , p. 447. 
4 
With one variable it is possible to develop only one 
discriminant function, and so it is impossible to separate 
the cases into more than two groups. Therefore, no data is 
available for the CE, NCE, NE group. 
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have changed the results. In any case variable 23, while 
admittedly a strong variable, did not seem to be solely re¬ 
sponsible for the good results. 
Weak variables. The next step was to look at the weak 
variables. The stepwise discriminant analysis computer pro¬ 
gram used in this study often leaves a few variables out of 
the stepwise program because they are so weak that they add 
nothing to the analysis. In this study the CE, NCE, NE and' 
the CE, NCE S NE groups had four of these while the AE, NE 
group had six such variables. These were the weakest vari¬ 
ables in the analyses, and so they were chosen for the next 
run. The results were very good. The CE, NCE, NE group had 
a 46.3 percent correct classification, and this was signifi¬ 
cant at the .043 level, well within the standard .05 classi¬ 
fication. The others were even more significant. AE, NE 
had a 64.9 percent correct classification with a signifi¬ 
cance level of .024, while for the CE, NCE 6 NE group it was 
a 76.8 percent correct classification and a significance of 
.000. In order to be sure that the trend continued, two 
more sets of runs were made. The first used the last five 
variables entered into the stepwise program, and the second 
used the next to last five variables entered into the step¬ 
wise program. The results, shown in Table 5-2, are all sig¬ 
nificant at the .003 level or better. 
One final test remained. Because of the nature of the 
stepwise computer program that was used, certain variables, 
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entered late in the analysis, are reasonably strong, and once 
they get into the analysis they "steal" from some of the 
other variables ahead of them. As a result, some of the 
variables in the last two runs were reasonably strong. The 
strength of the variable is indicated by a Wilks' lambda 
statistic, and it is tested with an F-test. Therefore, a 
final set of runs was made using the five variables in each 
set with the lowest (weakest) F statistic. The results are 
shown in Table 5-2 and are very strong with a statistical 
significance ranging from .033 to .000. 
The methods of testing described above were necessary 
because of the small sample size. If the sample had been 
larger, it could have been randomly split into two groups. 
Then the discriminant analysis could have been run on one 
half and the results applied to the second half to see how 
well the analysis predicted group membership. However, the 
size of the sample made such a plan impossible. 
Summary of the Discriminant Analysis 
The results of the discriminant analysis strongly sup¬ 
ported the main hypothesis of the study that the decision 
makers of firms engaged in exporting differ from the deci¬ 
sion makers of firms not engaged in exporting in their per¬ 
ception of such factors of exporting as risk, profit poten¬ 
tial, costs, problems, and personal rewards. Although indi- 
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vidually some of the statements do not appear to have pre¬ 
dictive power, any group of variables that was tested pre¬ 
dicted group membership far better than could have happened 
by chance. Most of the tests were significant at the .000 
level, which means that there was no possibility of the re- 
5 
suits happening by chance. 
In addition the results strongly supported the non- 
parametric results described in Chapter IV. This strongly 
reinforces the study because two different types of statis¬ 
tical techniques were used on the same problem. Although 
each approached the problem differently, both arrived at 
the same conclusion. Furthermore, even though the evidence 
is far from conclusive, in both types of analyses the non- 
committed exporters generally appeared to behave more like 
the non-exporters than like the committed exporters. 
5 
The results were, of course, subject to the assumptions 
of discriminant analysis and the limitations of this study, 
both of which were discussed in some detail in Chapter II. 
CHAPTER VI 
SUMMARY AND CONCLUSIONS 
The Research Findings 
In recent years as the United States has struggled 
through a series of balance of payment crises, government 
officials, while noting that the average U.S. company ex¬ 
ports only four to five percent of its domestic production 
in contrast to exports of twenty percent or more for many 
of the other leading industrial countries of the world, 
have sought ways to persuade American companies to increase 
their exports. This study was concerned with the reasons 
why some American firms export and others do not. Specif¬ 
ically, it investigated the question of whether the percep¬ 
tions of the decision makers of companies engaged in export¬ 
ing differed from the perceptions of the decision makers of 
firms not engaged in exporting toward such factors as the 
risks, profit potentials, costs, problems, and personal re¬ 
wards of exporting. The study found strong support for the 
hypothesis that there is a difference in the way that ex¬ 
porters and non-exporters perceive these various factors. 
The researcher used a sample of fifty-nine small Massa¬ 
chusetts manufacturers whose principal products were in six 
Standard Industrial Classification (SIC) groups previously 
identified as high technology industries. These SIC groups 
were chosen because studies have indicated that if the Com- 
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monwealth of Massachusetts is to grow and prosper in the com¬ 
ing decades, it must promote the continued growth and pros¬ 
perity of its high technology industries, and as domestic 
markets become increasingly competitive, one possible way 
for these industries to continue to grow is for them to ex¬ 
pand their export markets. The companies used in the study 
were located primarily in three large metropolitan areas 
(greater Boston, Worcester, and Springfield) with a few 
others scattered around the eastern and central part of the 
state. They ranged in size from twenty to three-hundred 
fifty employees. 
A letter had been written to the chief executive of each 
of the companies asking for permission to interview the ex¬ 
ecutive responsible for deciding which markets his firm 
would enter. This was done with the assumption that the 
person designated would be the executive who decided whether 
or not the company would export. The letter also suggested 
that in a small company, this individual would usually be 
the president or the marketing manager. The researcher in¬ 
terviewed the key decision maker suggested by the chief ex¬ 
ecutive. The study found very little difference in the 
demographics of the decision makers of the exporting and 
the non-exporting companies. Most of them were either pres¬ 
idents of their companies (39 out of 59) or corporate offi¬ 
cers (50 out of 59). Their average age was very similar 
(49.5 years for the exporters and 48.9 years for the non- 
110 
exporters). Intuitively one might have thought that the ex¬ 
porters would be younger than the non-exporters and thus less 
prone to accept the status quo. This might have been true if 
the firms were all new companies with a new product line. 
However, this was not the case. Most of the exporters were 
old established companies, just as were the non-exporters. 
Many had been exporting for years, and often the exporting 
had been begun under the leadership of a decision maker now 
no longer with the company. The interviewer found no corre¬ 
lation between age and interest in new ideas, new products, 
and new distribution channels. One of the most active and 
enthusiastic export decision makers was sixty-five years old 
while some of the non-exporters who were under forty seemed 
to the interviewer to be much more set in their ways and less 
responsive to change or to new ideas. There was a wide range 
in the ages of the decision makers for both exporters and 
non-exporters, and age did not appear to be a factor in 
whether or not they were responsive to the opportunities to 
export. 
The education of the decision makers in terms of formal 
schooling was very close (16.3 years for the exporters and 
15.8 years for the non-exporters). Many of the decision 
makers had one or more college degrees, and most of these 
degrees were either in engineering or business. One of the 
minor hypotheses had predicted that there would be a signif¬ 
icant difference in the educational level of the decision 
makers of the exporters and the non-exporters. While this 
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had been found in other studies, it was not found in this one. 
This reason seems to be that this was the only study that con¬ 
centrated on high technology companies, and in these high tech¬ 
nology companies, a college education for the top level execu¬ 
tives seems to be more of an asset than it is in some of the 
lower technology companies. Education in engineering and the 
sciences would intuitively seem to be more important in this 
group of companies, and it turned out that it was. Seventeen 
had engineering degrees, and several more had degrees in the 
physical sciences. Since other studies used a wider range of 
industries, it is quite possible that a difference in the edu¬ 
cational level of the decision makers of exporters and non¬ 
exporters would be expected for those studies. This would be 
especially true if it should turn out, as this study seems to 
indicate, that a larger percentage of high technology firms 
export than do the low technology firms. 
The other minor hypothesis predicted that there would 
be a statistically significant difference between the ex¬ 
porters who had made trips to foreign countries. This was 
not supported. The study found only two of the decision 
makers (one exporter and one non-exporter) had not made at 
least one trip to a foreign country. The general affluence 
of the United States and the increasing use of air trans¬ 
portation has made foreign travel much more common than in 
the past. Some of the travel of the executives was to re¬ 
sort centers in other areas of the world. While this does 
give the traveler a flavor slightly different from that 
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found in the United States, it really does not throw him into 
contact with many people from other cultures in a manner that 
might change his perceptions about the problems of exporting. 
Most of his fellow guests will be other American tourists 
from similar economic status, and he will probably learn very 
little about the country he is visiting. Therefore, it would 
appear that a much narrower and more restrictive definition 
of foreign travel should have been used in order to eliminate 
the problem just discussed. 
The study uncovered one unexpected result. Seven of the 
exporters, all of whom did only limited exporting, responded 
to questions in the interviews with answers that sounded 
more like the responses of the non-exporters in the study 
than like those of the exporters. These seven decision mak¬ 
ers were classified as committed exporters. Two sets of 
tests were made in the statistical analysis. First, all ex¬ 
porters were compared with all of the non-exporters as orig¬ 
inally planned. Second, the committed exporters were com¬ 
pared with a group made up of the non-committed exporters 
and the non-exporters. 
Forty-nine statements about exporting were developed to 
test the main hypothesis of the study that the exporters and 
non-exporters differed in their perceptions toward the risks, 
profit potentials, costs, problems, and personal rewards of 
exporting. The decision makers were asked to rate each 
statement on a six point Likert type scale. At one end of 
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of the scale he registered strong disagreement with the 
statement and at the other end strong agreement. In between 
there were milder terms of disagreement and agreement. Two 
methods were used to test the results. In the first method 
each statement was tested individually using a Kolmogorov- 
Smirnov nonparametric analysis. The test determines whether 
two individual samples have been drawn from the same popu¬ 
lation (or from populations with the same distribution). In 
the second method a multivariate discriminant analysis was 
used to determine whether the statements were able to dis¬ 
criminate between the two groups and to correctly classify 
the decision makers. In both types of analyses, the hy¬ 
pothesis was strongly supported. In the comparison using 
the committed exporters against the non-committed exporters 
and the non-exporters, the results were more positive than 
when all exporters were compared with the non-exporters. 
This would seem to indicate that in any attempts by change 
agents to increase exporting, all non-committed exporters, 
who can be identified, should be included with the non-ex- 
porters in whatever treatment is tried. The non-committed 
exporters are unwilling exporters, and until their percep¬ 
tions toward exporting are changed, they will do as little 
exporting as possible. 
A final analysis of the data was made using a factor 
analysis to see if it would be possible to isolate five or 
six factors that would explain most of the variance. These 
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results were what one multivariate expert, Professor Donald 
G. Frederick, described to the researcher as a classic exam¬ 
ple of a case where factor analysis does not work. The de¬ 
terminant was nearly zero, and the inverse of the correla¬ 
tion matrix had some extremely high numbers in it. Although 
an examination of the correlation matrix showed no clear evi¬ 
dence of the source of the multicollinearity, there was 
multicollinearity present and, therefore, there was a linear 
dependence between several of the variables or groups of 
variables which would make any results suspect. Since the 
factor analysis showed no evidence of correlation between 
the statements, it was of no help in this study. 
Change Agents and the Export Decision Makers 
In Chapter II a change agent was described as a "pro- 
fessional person who attempts to influence adoption decisions 
in a direction he feels desirable.” In this study the adop¬ 
tion decision is exporting. There are a number of public 
and private agencies whose avowed purpose is to act as a 
change agent by influencing companies to export. The feder¬ 
al government through its Department of Commerce is very in¬ 
terested in increasing exports for reasons discussed previ¬ 
ously in this study. The Department of Commerce and Develop¬ 
ment of the Commonwealth of Massachusetts is committed to a 
policy of increasing exports. The International Center of 
New England, Inc. was established to promote the exports of 
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New England manufacturers. In addition, a number of the 
state’s larger banks and some of the Chambers of Commerce 
try at times to act as change agents as far as promoting 
exports is concerned. 
What is the effect of these change agents on small Mass¬ 
achusetts manufacturers? If this study is any criterion, the 
answer is not very much. More than half of the companies in¬ 
terviewed had not heard of the International Center of New 
England, Inc., and none of those who had heard of it were 
using its services to any extent. One or two had attended 
one or more of its seminars but apparently had not felt that 
they were particularly helpful to them. One decision maker 
remarked during the interview that he used to pay his dues 
to the Center but had not paid them this year because he had 
not had occasion to use its facilities for more than a year. 
The State Department of Commerce and Development had 
no impact on the companies visited. One decision maker said 
that a representative from the state was going to visit him 
the following week, but he did not know whether it was about 
exporting or not. Statement 9 on the sheet Opinions of Ex¬ 
porting reads as follows: 
The Commonwealth of Massachusetts does nothing to 
help increase exports. 
This statement usually elicited some comment from the deci¬ 
sion maker when he read it, and his comment was usually far 
from complimentary. 
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The United States Department of Commerce was the most 
widely applauded of the government change agents. The gen¬ 
eral comments of those who were familiar with the depart¬ 
ment's services were that this was an agency of the govern¬ 
ment that really cared about business. Many of the companies 
had received visits from the Department of Commerce field 
agents explaining its services. A number of the decision 
makers described the help which they had received on spe¬ 
cific problems relating to exporting. 
Although some of the larger banks have departments to 
help promote exporting, this study found no indication that 
any of the companies in this study had any contact with them 
except for the performance of routine banking functions. 
The same is true of the Chamber of Commerce and also other 
trade associations. 
But there is interest in receiving help. When the 
matter of the use of change agents, particularly the Depart¬ 
ment of Commerce and the International Center of New England, 
was brought up in the interview several of the decision 
makers indicated an interest to the point of asking the in¬ 
terviewer for the addresses of one or both of these organ¬ 
izations and the name of people to contact there. It ap¬ 
pears that perhaps the time is ripe for these change agents 
to try to help increase the exports from the Commonwealth. 
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Policy Implications 
For governmental change agents. For a number of years 
the United States government has been trying to increase ex¬ 
ports. The Department of Commerce has expanded its field 
service, has conducted advertising campaigns to promote ex¬ 
porting, has sponsored trade shows at home, and has en¬ 
couraged American firms to participate in trade fairs abroad. 
Congress has authorized the establishment of DISC corpora¬ 
tions to allow a company to defer taxes on export profits, 
and still a large percentage of American firms do no ex¬ 
porting at all. 
This study indicates that the reason many firms do not 
export apparently has more to do with the decision maker's 
perceptions of the risks, profit potentials, costs, prob¬ 
lems, and personal rewards than with the actual factors 
themselves. If this is true, then perhaps the government 
change agents need to shift the emphasis of their programs. 
At the present time their aim is to make exporting easier, 
and they have done a splendid job of opening doors for com¬ 
panies that want to export. However, the decision maker, 
whose perceptions of the risks, profit potentials, costs, 
problems, and personal rewards of exporting are such that 
he "knows" that exporting is not for him, does not respond 
to the type of promotion now used by the department. He 
does not seek help from the Commerce Department because he 
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has no intention of exporting. He probably does not read 
the Department’s ads, or if he does, he complains about the 
waste of the taxpayers’ money for such ridiculous advertis¬ 
ing. Even a visit from a Department field representative 
probably will not change his mind. The Commerce man would 
be repeating the advantages of exporting and telling of the 
help available from the Department, while the decision maker 
would be saying to himself, ’’That’s all right for other com¬ 
panies, but we can not compete in the export market.” 
Therefore some other approach is necessary. It is not a 
matter of giving somebody the facts. Instead it is neces¬ 
sary to change the decision maker’s attitudes. Bern,'*' in a 
discussion of various methods of changing attitudes, says 
that interpersonal influence and following the lead of one’s 
reference groups are two of the most effective ways of chang¬ 
ing attitudes. This would indicate that government change 
agents might be more effective if they tried to work with 
fewer companies and spent much more time with each individual 
decision maker in order to establish a close interpersonal 
\ 
relationship and thus, possibly, be more effective in chang¬ 
ing the decision maker’s attitudes and perceptions of ex¬ 
porting. 
The ”Partners-in-Trade" program described in Chapter I 
uses this approach. The larger exporting firms in the pro- 
^Daryl J. Bern, Beliefs, Attitudes, and Human Affairs 
(Belmont, California! Brooks/Cole Publishing Company, 1970) , 
pp. 70-88. 
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gram work closely with the smaller companies that are inter¬ 
ested in exporting, acting like ’’big brothers” to guide the 
smaller companies over the early problems, real or imagined, 
of exporting. Once the decision maker of the small firm 
breaks through the psychological barrier he has built around 
the many problems of exporting, the job will be done and the 
company will be able to manage by itself. An example un¬ 
covered in this study concerns the paint company discussed 
in Chapter III. Apparently the decision maker’s main con¬ 
cern, once the initial contact had been made, was the prob¬ 
lem of shipping. The American stain manufacturer, who ini¬ 
tially stirred his interest in exporting, shipped his stain 
to Australia in containers, and he offered to pack the paint 
company's initial shipments in a container of stain that was 
then being shipped. As the paint manufacturer explained it 
to the researcher, ”If it had not been for John Smith (not 
the correct name), we would never have bothered with all of 
the initial problems." 
It is not reasonable to expect to find many companies 
willing to spend much time helping others at no cost to 
themselves, so if this is to be done on a large scale, some 
changes need to be made. In addition, in the case of both 
the "Partners-in-Trade" program and the paint manufacturer, 
the company has at least reached the point where it is in¬ 
terested in investigating the possibilities of exporting. 
This study indicates that most non-exporters have no real 
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interest in exporting. Therefore, it would seem that the 
government change agents should attempt to ferret out the 
firms which, because of their product line or some other 
criterion, apparently should be exporting and spend a great 
deal of time trying to develop their trust so that eventu¬ 
ally they can be persuaded to export. This would require a 
change in the operating policy of the department. At the 
present it is trying to serve all potential exporters, and 
this would require that it concentrate its efforts, initial¬ 
ly at least, on a relatively few companies. Once the com¬ 
pany reached the point where it was really interested in 
exporting, some variation of the "Partners-in-Trade" program 
would probably be helpful. Another approach might be to try 
and find reference groups that appeal to certain types of 
non-exporters and see if they could be enlisted to help to 
change the decision makers' attitudes. In either case, it 
appears that it will be a long process. 
For the colleges and universities. Over the long run 
perhaps the colleges and universities offer the best point 
at which to change these attitudes toward exporting. The 
most immediate efforts might come from the various manage¬ 
ment development courses now being offered to executives. 
Ideally, courses about exporting, its advantages and disad¬ 
vantages, with some step by step approach to lead the execu¬ 
tive through the process, would best. However, this study 
indicates that probably this type of course would not at- 
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tract the confirmed non-exporter. Therefore, in general man¬ 
agement courses, some of the advantages of exporting should 
be stressed. If this second approach were used, the faculty 
involved in the management development program would have to 
be committed to the promotion of exporting, and this commit¬ 
ment is rare among most business faculties. 
The long range educational policy indicated by this 
study concerns business school faculties and curriculum. 
Some educators, like some businessmen, are provincial in 
their thinking. The business schools should attempt to bal¬ 
ance their faculties so that the role of international busi¬ 
ness is adequately presented to the students. Where appro¬ 
priate, regular courses in accounting, finance, management, 
and marketing should deal with international as well as do¬ 
mestic business. Specialized courses in international busi¬ 
ness should be available to the students, and the larger 
schools should offer a major in international business. 
This is not a new issue but has been a concern of many busi- 
2 
ness educators for some time. If all students were exposed 
2 
"The International Dimension of Management Education," 
A Report by a Special Brookings Panel for the American Assem¬ 
bly of Collegiate Schools of Business in 1975 addresses it¬ 
self to some of the same problems and arrived at the follow¬ 
ing conclusions: 
The internationalization of business has so expanded in¬ 
ternational influences even on domestic business that all stu¬ 
dents of management should have a greater knowledge of these 
influences and how they affect business and management. 
Schools seeking distinction in management on a global 
scale should staff themselves and organize their programs to 
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to the various aspects of international business, perhaps 
they would not have the fears and misunderstandings found in 
many of the non-exporters in this study. Then as they gradu¬ 
ate and go into business, they should have different atti¬ 
tudes and perceptions toward exporting than are possessed by 
many non-exporters today. As these men reach positions of 
authority in the firm, there should be a change in the per¬ 
ceptions toward exporting and, hopefully, more exporting. 
If this does work, then the changes should come with increas¬ 
ing rapidity. If Bern is right, and interpersonal influences 
and the influence of reference groups will change attitudes, 
then as a few firms begin to export successfully, their con¬ 
temporaries may note their success and attempt to emulate it. 
For governmental policy makers. Up to now this discus¬ 
sion has assumed that no special incentives will be offered 
to companies that export, other than the very limited in¬ 
centive offered by DISC. One very quick way to change per¬ 
ceptions would be to reduce drastically the risk of export¬ 
ing or to increase drastically the profit potential. This 
can be done, but it would require a change in government 
prepare qualified candidates for positions in MNCs and re¬ 
lated enterprises. 
Faculty members in several ways can acquire the know¬ 
ledge, experience, and skills needed to deal with the global¬ 
ization of business and to develop potential managers for in¬ 
ternational firms. Curriculum reforms and student interest 
must be encouraged. Diplomatic and executive experience en¬ 
listed from abroad can assist the effort. 
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policy. The following areas offer opportunities. Although 
credit insurance for export shipments is available in the 
United States, it is much more limited than government 
sponsored credit insurance available to most European com¬ 
panies. If the United States should offer credit insurance 
equal in coverage and cost to the best offered by foreign 
governments to their companies, this might help. U.S. com¬ 
panies are also at a disadvantage when compared to many 
foreign companies in terms of long term financing of their 
expert shipments. Most European companies can offer financ¬ 
ing for periods up to five years at rates far below what the 
American firms can offer. This is because the European 
governments underwrite much of this financing and do it 
very quickly and efficiently. By contrast, the Export-Import 
Bank in the United States has a reputation for being very 
slow in approving financing, and often after months of de¬ 
lays , it has been known to turn down a loan so that a poten¬ 
tially profitable order is lost by an American firm. In the 
meantime a European company can often secure financing from 
its government for sale of the same product to the same 
customer. This lack of governmental understanding has dis¬ 
couraged many exporters and potential exporters. 
Tax incentives for export shipments is another possibil¬ 
ity. Most European countries depend more on a value added 
tax than they do on an income tax. These countries often 
give a rebate of all or part of these taxes on any goods 
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that a company exports. This has the effect of drastically 
reducing the costs of goods that go into the export markets. 
Several of the exporters in this study mentioned this as a 
problem for them in meeting competition overseas. The United 
States has no such tax and rebates of income taxes could pos¬ 
sibly lead to charges of dumping. However, if some tax in¬ 
centives could be worked out, possibly with some combination 
of federal and state incentives, this should increase the 
profit potential from exporting and might help change per¬ 
ceptions . 
If the United States should make some very drastic 
shifts in policy and offer sizable incentives similar to 
those just described, it is very possible that this would 
force many non-exporters to reevaluate their thinking and 
perhaps might start them exporting. Small changes probably 
would not do this, but large ones might. 
Implications For Future Research 
This was an exploratory study, and as such its main pur¬ 
pose was to break the ground for further research. Very few 
studies have looked into the reasons why some small companies 
export and others do not. None has used the approach of this 
study, borrowed from buyer behavior, that views exporting as 
a product which change agents are trying to sell to the de¬ 
cision makers of various manufacturing companies, and that 
then tries to test the decision makers1 perceptions of the 
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"product.n 
The research shows that the method is feasible, and it 
strongly supports the main hypothesis of the study that 
The perceptions of the decision makers of 
firms engaged in exporting toward such 
factors of exporting as risk, profit po¬ 
tential, costs, problems, and personal 
rewards differ from the perceptions toward 
these factors of the decision makers of 
firms not engaged in exporting. 
Therefore, further research should be conducted to test the 
hypothesis on a wider scale. Depending on available funds, 
this could be done using either a regional or national sam¬ 
ple. A research design using personal interviews would allow 
greater flexibility in questioning*, however, a satisfactory 
mail survey could be developed. A random sample of several 
hundred firms should be used so that the researcher would 
almost certainly be assured of having enough exporters and 
non-exporters to insure meaningful results. If a mail survey 
should be decided upon, only exporter and non-exporter classi¬ 
fications could be used, since the committed, non-committed 
exporter classification depends on the interviewer's evalu¬ 
ation after talking to the decision maker. The research in¬ 
struments would have to be reviewed and revised as necessary, 
but no drastic changes would be required. If the results of 
the exploratory study should be replicated in an enlarged 
study such as has been envisioned in this section, it would 
greatly enhance the value of this research and would have 
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much more meaningful implications for public policy. If the 
results were not replicated, then both studies would need to 
be examined very carefully to try and determine the reasons 
for the difference in the outcomes. 
Another interesting possibility suggested by this re¬ 
search would be to replicate the study in one or more foreign 
countries. This would allow the researcher to determine 
whether the phenomenon observed in this study is a national 
or an international one. Such a study would present a num¬ 
ber of difficulties. The most important is probably the prob¬ 
lem of language. All research instruments would need to be 
carefully translated into the language of the country being 
studied. In addition, the statements about the opinions of 
exporting were drawn up with Americans in mind and would 
have to be examined carefully to be sure that they are ap¬ 
plicable to the country in which they are to be used. These 
problems are not insurmountable, but they would require care¬ 
ful attention. 
This research uncovered two types of exporters, com¬ 
mitted and non-committed. Since the non-committed exporters 
behaved more like the non-exporters than like the committed 
exporters, any effort at increasing exporters which is aimed 
at the non-exporters should also be aimed at the non-committed 
exporter. The problem is that there is no way to easily de¬ 
tect him. Therefore, a study to find out more about the non- 
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committed exporter might give the government change agents 
some clues that would make it easier to identify him. 
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OPT IONS CF cXPOtvTlKG 
The statements listed below are opinions of exporting or of 
the results or consequences of exporting. For each statement 
listed, we would like to know whether you agree or disagree with 
the statement. There are no right or wrons answers. Since we 
are only looking for your opinion, please indicate it for each 
statement, even where you have limited information. 
After each statement ther*n are six numbers, 1-6, the HIGHER 
the number, the more you tend to AG REE with the statement. The 
numbers from 1-6 may be described j.s follows j 
Strongly Generally Moderately Moderately Generally Strongly 
Disagree Disagree Disagree agree_ Agree_ Agree 
12 3 4 5 6 
For each statement, please circle the number that vest de¬ 
scribes your feelings about the statement. You may think that 
many of the statements are similar. Actually no two statements 
are exactly alike, so be sure to circle one number for each state- 
me n t, 
1. Exporting is very risky, I'd rather go 
to the racetrack. Then at least I could 
have a good time while I lost my money. 
2. Essentially exporting is not different 
from selling lr. the domestic- market. 
3. Exporting is very difficult because the 
most desirable markets have high tariff 
barriers. 
4. Products utilizing new or advanced tech¬ 
nology are easier to export than are 
products using older and more simple 
technology 
5. I look on exporting as a real challenge 
to my managerial capabilities. 
6. ^ small firm is at a great disadvantage 
in exporting because of limited capital. 
?, If we export, I would expect that over¬ 
seas agents would be readily available 
to handle our products. 
8. The paperwork involved in exporting is 
too complicated and expensive for our 
company. 
1 2 3 4 5 6 
1 2 3 4 5 b 






















9. The Commonwealth of Massachusetts does 
notning to help increase exports. 12 3 
10. Knowledge of the language of a country 
is important in exporting to that country. 123 
11. The complications of ocean shipping are 
so great that exporting is not a worth¬ 
while venture for a small company. • 123 
12. It is necessary to change our oroiuct 
soecifioations for various export 
markets, 123 
13. I don't speak any language but English 
and therefore would be reluctant to 
try and get into the extort business. 123 
14. The political instability in the world 
makes it very risky to engage in export 
business, 123 
15. -Ve are at a d is ad van tags when Compared 
to European exporters because they 
receive tax rebates on their exports. 123 
16. The multinationals have ruined the 
extort business by ocening plants in 
most of my best notertial markets, 123 
17. Exporting is not as rewarding as 
dealing with my domestic customers. 123 
18, Exporting is a good way to compen¬ 
sate for excess Drcduction capacity, 123 
•19. President Ford talks about wanting 
to increase extorts, but the gov¬ 
ernment does nothing to help me in 
this regard, 12 3 
20, I would like to extort, but 1 don't 
know where to go for he Id, 12 3 
21, Foreign travel is advantageous in 




4 5 6 
4 5 6 
4 5 6 
456 
4 5 6 
4 5 6 
4 5 6 
4 5 6 
4 5 6 
4 5 6 
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1 iL 3 4 5 6 
22. Export business is a nuisance and 
should therefore provide an extra 
margin of profit when compared 
with domestic business. 
23. We must start exportir.ar now if our 
company is roinv to continue to 
grow. 
24. Exporting is a very viable method of 
increasing sales for a small company. 
25. Exporting is difficult because it is 
hard, to check credit references in 
forelar countries. 
26. A domestic international sales corpo¬ 
ration, (DISC), is a tie help in in¬ 
creasing the profitability of our 
export business. 
27. Exporting gives me a chance to travel 
and meet peocle I could never meet in 
any other way, 
28. The government is only Interested in 
big business. Its programs to aid 
exports, such as DISC, are geared to 
the large corporations and are too 
complicated and expensive for a small 
company. 
29 ?articit>ation in a trade fair is a 
good way to start or to expand an 
export market. 
12 3 4 5 6 
12 3^56 





1 2 3 4 5 6 
30. The company with a manager who has 
had formal training in international 
business can do a better job in 
exporting. 1 2 3 ** 5 6 
31. The advent of the European Common 
Market has made exporting to Europe 


















A g re e 
6 
32. Exporting offers significant oppor¬ 
tunities for Increased oroflts, 
33• If we export, we will have to wait 
a long time for our money. 
34. We are at a disadvantage when com¬ 
pared to Eurooean exporters because 
they have government scensored 
credit insurance. 
35. Exporting is difficult because many of 
our products are. more expensive than 
foreign products, 
36. I feel that the contacts I could make 
in exporting would give me a better 
understending of the problems of the 
world. 
37. Exporting means extra problems because 
we must add people with special 
expertise. 
38. We have all the domestic business we 
can handle, and therefore, I am not 
interested in exporting. 
12 3 4 5 6 
I23U56 
123456 
1 2 3 4 5 6 
1 2 3 4 5 6 
12 3^56 
123456 
39. There is a large potential market for 
our product in foreign countries. 1 2 3 4 5 6 
40. Exporting is only for larger firms. 
41. The U.S, Department of Commerce has 
a number of good programs to help 
small business get into exporting. 
42. Exporting offers me a management 
specialty that I feel could help 
solidify my position with the company. 
43. Foreign exchange problems make export¬ 
ing difficult. 
44. Exporting could bo a profitable out¬ 
let for our oroiuct. 
1 2 3 4 5 6 
1 2 3 4 5 6 
1 2 3 4 5 6 
1 2 3 4 5 6 
1 2 3 4 5 6 
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Strongly Generally Moderately Moderately Generally 
Disagree Disagree Disagree Agree_ Agree_ 
12 3 4 5 
45. If a snail firm tries to go Into ex- 
Dortir.g, It will find that its avail¬ 
able executive talent will be spread 
too thin, and the company’s overall 
performance will suffer. 
46. tfe plan to increase the percentage cf 
our product exDorted every year in 
order to attain our desired growth 
rate. 
47. The extra volume which comes through 
exporting allows a compary to imple¬ 
ment many production efficiencies. 123 
4B. College trained marketing executives 
are necessary if a company Is consider¬ 
ing entering the exoort market, 123 
49. Since exporting means doing business 
under many different laws, this in¬ 
creases the complexity of manage¬ 
ment’s problems tc the point where 
It is inadvisable for a small compa¬ 
ny to consider selling outside of 






4 5 6 
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INTERVIEW GUIDE SHEET 
1. Company Name: 
2. Address: Telephone: 
3. Individual Interviewed:_ 
Title 
4. Date Company was started:_ 
5. Type of business structure:_corporation,_partnership,_individual proprietor¬ 
ship,_other (specify)_ 
6. If business is a corporation, is the company_closely held, publicly held, 
_a division f  
7. Are any of the major owners active in the business?_ 
8. If yes, in what capacity?__ 
9« Total number of employees? 
10. Principal Products?_ 
11. Do any of these products require a technology which is not readily available?. 
Or are your products or your technology protected by patents?_ 
12. Do you export?_If no, skip to question 21. If yes, which products?_ 
13. Approximately what percentage of your total sales were exported in 1974_ 
1973_, 1972_. 
14. What countries do you export to? 
Canada?_ Middle East?__ Eastern Europe & 
Latin America?_ Australia & New Zealand?_ Soviet Union?_ 
Western Europe?_ Far East (incl. Japan)?_Africa?_ 
Other? _ _ 
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15» When did you begin exporting' 
16. Why? Received an export inquiry?_ 
Decided to expand market?_ 
Attended foreign trade fair?_ 
Other? 
Had temporary excess production?_ 
U.S. Department of Commerce ads? 
Higher profit potential?_ 
17» Are you familiar with government sponsored credit insurance and with Domestic 
International Sales Corp. (DISC)?_ 
18. If yes, are you using either of these? If yes, what has been your ex¬ 
perience? 
If no, why aren't you using? 
19* If answer to 1? is no, explain them briefly and then ask if he believes that 
either of these tv/o programs would be beneficial for his company._ 
20. Would you describe some of the principal benefits and some of the principal 
problems which you have experienced as a result of exporting? 
Benefits? 
Problems? 
Skip to question 27 
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21. Have you ever exported?_If yes,'why did you stop? 
22. What countries did you export to? 
23. WTiat are your reasons for not exporting? 
24. Are you familiar with government sponsored credit insurance and with Domestic 
International Sales Corporations, (DISC)? 
23. If yes, do you think that eithr has any value for a small corporation which 
wants to export?_ 
26. If answer to question 24 is no, explain briefly and then ask question 25 
again. 
27. Are you familiar with the International center of New England, Inc.?_ 
28. If answer to 27 is yes, do you feel the Center is beneficial to the region? 
_ Why or why not? 
29. If answer to question 27 is no, explain briefly the purpose of the Center, and 
then ask if he feels this might be valuable to small Massachusetts manufacturers. 
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PERSONAL DATA ON MANAGEMENT INVOLVED IN EXPORT DECISIONS 
1# Name:_ Title:_ 
2. Age:_ 
3. Education: Total years of school completed?_ 
Degrees and major if college graduate?_ 
4. Do you read or speak a foreign language?_ 
5. If so, which ones? (Indicate reading and/or speaking ability.) 
6. V/hat are your areas of responsibility in the company? 
7* iiave you traveled outside of the country?_ 
8. What countries did you visit? when? for how long? purpose of trip? 




THE KOLMOGOROV-SMIRNOV TWO SAMPLE, ONE-TAILED TEST 
Introduction 
The Kolmogorov-Smirnov two-sample test is used to de¬ 
termine whether two independent samples have been taken from 
the same population."1' The one-tailed test is used when one 
wants to determine whether the values of the population from 
which one of the two samples was drawn are stochastically 
larger than the values of the population from which the 
other sample was drawn, i.e., to test whether the percep¬ 
tions of the problems involved in exporting is greater for 
non-exporters than for exporters. 
There are two Kolmogorov-Smirnov two-sample, one tailed 
tests. One is for small samples, and the other is for large 
samples. The small sample test requires equal size samples 
and is recommended for pairs of samples up to forty in num¬ 
ber. The large sample test does not require equal sample 
sizes and is recommended for pairs of samples larger than 
forty. Siegel says that the large sample test may be used 
with small samples but that it leads to a conservative test. 
The more conservative two tailed test was chosen for this 
study because of the likelihood that there would be an un¬ 
equal number of exporters and non-exporters. 
"^This section borrows heavily from Sidney Siegel, Non- 
parametric Statistics for the Behavioral Sciences (New York: 
McGraw Hill Book Company, 1956), pp. 127-136. 
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The Test 
It has been found that the large sample test has a 
sampling distribution which is approximated by the chi- 




has a sampling distribution that approximates a chi-square 
distribution with two degrees of freedom. 
Where D = the largest cumulative difference between 
the exporter’s and non-exporter’s response 
distributions. 
n^ = number of subjects in group one 
n^ = number of subjects in group two 
An Example 
Using hypothetical responses to the following state¬ 
ment : 
Exporting is very difficult because many of 
our products are not competitive with foreign 
products. 




No. of Cum. 
Resp. Percent 
Non-exporters 





1 8 32 0 0 32 
2 5 52 2 8 44 - Max 
3 3 64 5 28 36 
4 5 84 5 48 36 
5 4 100 8 80 20 
6 £ 100 £ 100 0 
Total 25 25 
1 = strongly disagree, 2 = generally disagree , 3 = moderately dis- 
agree. 4 = moderately agree, 5 = generally agree, 6 = strongly agree 
144 
x2 = 4(.44)2 = .7744(12.25) = 9.49 
o U 
The probability associated with chi-square = 9.49 for 
is p < .01, and the null hypothesis would be rejected 
this case. 





I am a graduate student at the University of Massa¬ 
chusetts, working on my PhD in Marketing at the School of 
Business. My dissertation is a study of small Massachusetts 
manufacturers who employ twenty to five hundred people. In 
order to complete this study, I need to interview the person 
in each firm who is responsible for deciding which markets 
his firm will enter. In many small firms this would be 
either the chief executive or the marketing manager, although 
this is not necessarily so. 
Recently when I was discussing my plans with Mr. Louis 
Camarra, Vice-President of the Norton Company and the 
Worcester area representative of the Department of Commerce 
District Export Council (DEC), he suggested that you might 
be willing to participate, and I would like to include your 
company in my survey. If you participate, any information 
I receive will be strictly confidential, and the final re¬ 
port will not reveal any individual company information. 
During preliminary testing of my methods I found that I 
spent an hour to an hour and fifteen minutes for each inter¬ 
view. 
I will telephone you next week to talk to you further 
about this. 
Sincerely, 
Ralph A. Rieth, Jr. 
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Dear Mr. 
I am a graduate student at the University of Massa¬ 
chusetts, working on a PhD in marketing at the School of 
Business. My dissertation is a study of small Massachusetts 
manufacturers who employ twenty to five hundred people. In 
order to complete this study, I need to interview the person 
in each firm who is responsible for deciding which markets 
his firm will enter. In many small firms this would be 
either the chief executive or the marketing manager, al¬ 
though this is not necessarily so. 
Recently when I was discussing my plans with Dr. Ernest 
J. Enright, Director of Research at the International Market¬ 
ing Institute of Cambridge, he suggested that you might be 
willing to participate, and I would like to include your 
company in my survey. If you participate, any information 
I receive will be strictly confidential, and the final re¬ 
port will not reveal any individual company information. 
During preliminary testing of my methods, I found that I 
spent an hour to an hour and fifteen minutes for each of 
the interviews. 
I will telephone you in a few days to talk to you 
further about this. 
Sincerely, 
Ralph A. Rieth, Jr. 
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Dear Mr. 
I am a graduate student at the University of Massa¬ 
chusetts working on a PhD in marketing at the School of 
Business. My dissertation is a study of small Massachusetts 
manufacturers who employ twenty to five hundred people. In 
order to complete this study, I need to interview the person 
in each firm who is responsible for deciding which markets 
his firm will enter. In many small firms this would be 
either the chief executive or the marketing manager, al¬ 
though this is not necessarily so. 
I would like very much to include your company in my 
survey. If you do participate, any information I receive 
will be strictly confidential, and the final report will 
not reveal any individual company information. During pre¬ 
liminary testing of my methods, I found that I spent about 
an hour for each interview. 
I will telephone you in a few days to talk to you 
further about this. 
Sincerely, 
Ralph A. Rieth, Jr. 
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Dear Mr. 
I am a graduate student at the University of Massa¬ 
chusetts working on a PhD in marketing at the School of 
Business. My dissertation is a study of small Massachusetts 
manufacturers. In order to complete this study, I need to 
find companies who do not export and who employ twenty to 
five hundred people. I would like to interview the person 
in each of these firms who is responsible for deciding 
which markets his firm will enter. In many small companies 
this would be either the chief executive or the marketing 
manager, although this is not necessarily so. 
If your company falls within this size range and does 
not currently export, I would like to include it in my 
survey. If you do participate, any information I receive 
will be strictly confidential, and the final report will 
not reveal any individual company information. During 
preliminary testing of my methods, I found that I spent 
about an hour for each interview. 
I will telephone you in a few days to talk to you 
further about this. 
Sincerely, 




COMMENTS FROM DECISION MAKERS ABOUT THE REASONS THEY BEGAN 
TO EXPORT 
A belief that the growth in textiles would be largely outside 
the United States. (Textile machinery rebuilder and manu¬ 
facturer) 
It is getting to be a small world. Their products had world¬ 
wide application. They had associations with U.S. contrac¬ 
tors with world-wide products, so they needed to protect 
their product line on a world-wide basis. (Blower and tur¬ 
bine manufacturer) 
Profit opportunity. They see an explosive world-wide oppor¬ 
tunity. (Data processing accessory files manufacturer) 
We knew the market potential was there. (High quality 
electrical cable manufacturer) 
To sell more products. (New and rebuilt printing machinery 
manufacturer) 
To preempt the foreign market and gain product acceptance. 
(Analytical instrumentation manufacturer) 
To secure extra business. All countries have textile in¬ 
dustries. (Textile machinery parts manufacturer) 
To expand market. (Comptuer graphics manufacturer) 
To secure increased sales and profits. A desire to grow. 
(Electrical connectors and switches manufacturer) 
Advertised in the United States and received a lot of foreign 
inquiries. Sold first to a United States exporter, i.e., 
domestic business, and when he died the company used export 
managers who set up agents all over the world. (Laboratory 
equipment manufacturer) 
Received inquiries first from Canada and then from Germany. 
The Redwood Association recommended the company to Australian 
firms. (Paint and stain manufacturer) 
To expand markets. To make money. (Vacuum pumps and acces¬ 
sories manufacturer) 
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We had a unique product, and although we originally received 
unsolicited orders, we decided in the mid 1960Ts to cover 
airlines, railroads, and postoffices world-wide. (Manufac¬ 
turer of computing terminals for airlines, theaters, and 
so forth) 
American customers licensed European manufacturers who then 
came to us. (Semi-conductor components manufacturer) 
Owners liked to travel. (Photo equipment manufacturer) 
Need volume as business has very high breakeven point. 
(Artificial tooth manufacturer) 
Bought out a customer who did a very large export business. 
(Special packaging machinery manufacturer) 
Started servicing the European subsidiaries of its American 




REASONS GIVEN BY NON-EXPORTERS FOR NOT EXPORTING 
Our product is too bulky and heavy to ship any distance, 
either domestically or abroad. 
Up to now we have had enough domestic business but are having 
an export marketing survey done now. 
They did not have the know-how when they could have used the 
business, but now they are so busy with their domestic busi¬ 
ness that they really do not have the time. They expect that 
the situation will change. They may enter into a cross 
licensing agreement with an English company in the near 
future. 
They have shipped their product (molds) to domestic customers 
who then shipped them overseas. They are now investigating 
the prospects of exports to India and to other countries. 
Marketing reach. Lack of knowledge and the distances in¬ 
volved . 
It is expensive for a small company. Business is becoming 
more competitive. There is no monopoly on technology. They 
are currently negotiating with a German division of an 
American multinational for an order. They feel that they 
may now be competitive with the devaluation of the dollar 
and the increasing standard of living abroad. 
Lack of exposure. Business is extremely competitive; i.e., 
why would a European company be interested in buying sub¬ 
contracted parts in Massachusetts. 
They have never sought export business but will quote 
and ship overseas if they get inquiries. They have quoted 
England, France, and Mexico on extruder dies for plastics 
but have received no business as yet. 
They are open to export business but will not pursue it as 
they have all the domestic business they can handle. They 
will accept an export order if approached. Sometimes a 
domestic customer has a foreign plant or licensee, and this 
results in an order. He says that since he really does not 
have a product, the solicitation of export business would be 
a problem, i.e., time consuming and costly. 
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They would like to export, but their product (shovels) is a 
very basic product which can be made in other countries and 
usually made cheaper. They have shown at trade fairs and 
received a few orders. In addition a foreign agent repre¬ 
senting a local tool manufacturer has gotten some business 
for them. 
Their products are readily available elsewhere. 
They have limited their market to New England and New York. 
Their product (steel doors and frames) is custom designed 
with few standard items. It is bulky and heavy so that 
freight charges become a high percentage of the cost when 
the product is shipped a long distance. 
Up to now they have not been competitive on export shipments 
although they may be now since the dollar devaluation. How¬ 
ever, they now have all the domestic business they can handle. 
He feels it is better for him to do business with people he 
can contact personally. He says that many more screw 
machine products (his type) are imported into this country 
than are exported. They come mainly from Japan and Switzer¬ 
land . 
He says they are really selling labor, materials, and lead 
time. No one is carrying inventories, and their main market 
is within two-hundred miles of their plant. (Product - 
metal stampings) 
(Product - printed circuit boards) He says they are jobbers 
and make a specialized product to their customer’s specifi¬ 
cations , and this requires a great deal of personal customer 
contact. He feels that it is very difficult to service a 
customer more than one-hundred twenty-five miles away. 
They have tried but have found the following to be barriers: 
language, export procedures, increased transportation costs 
due to heavy per unit weight. He has a locense to manufacture 
German clutches and tried to get the German company to dis¬ 
tribute his product (ratchet arms) in Germany but was un¬ 
successful . 
This type of business (metal stampings) does not lend itself 
to exporting except where you have an American customer who 
has money invested in expensive dies and wants to ship small 
quantities to overseas subsidiaries. 
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They do not seek export business, but once in a while they 
get an unsolicited order sent to them. The source may be 
the foreign subsidiary of an American customer or it may be 
someone who has seen an ad. They advertise in a number of 
industrial directories and catalogs. They have no stock 
products. Everything is made to order (gears and racks). 
Their business (metal stampings - nuts and bolts) doesn't 
lend itself to exporting. Their main business is in New 
England with some in New York. Freight is a big component 
of their costs. 
There are so many competitors (screw machine products) all 
over the world, so it does not pay to look for export 
business. 
All of their customers are domestic customers. Most of 
their business is in New York, New Jersey, and New England. 
Sometimes a domestic customer directs them to ship an order 
overseas, but they are still doing business with a domestic 
company. The product (metal stampings) is heavy and the 
value is low which makes it non-competitve when it is 
shipped any distance from the plant. This applies to ship¬ 
ments in the United States as well as overseas. They are 
adding hand drills to their product line and will consider 
exporting this product. 
APPENDIX G 
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DECISION MAKERS' VIEWS OF THE BENEFITS AND PROBLEMS OF EXPORTING 
COMMITTED EXPORTERS _ 
BENEFITS PROBLEMS 
The ease of getting into it. The company has an exclusive 
product, and the market is not big enough to warrant a 
lot of competition. 
Additional sales v/ith attractive margins. 
Profits are about the same as domestic business. 
Protect the product line, ^ives product coverage on a 
world-wide basis. The product is well-known, so the cost 
to introduce the line overseas is relatively small. The 
acceptance of American products worl-wide was amazing. 
There was very little resistance in Europe, but prices 
were competitive. r.OI is quite good. World-wide reputa¬ 
tion helped domestic business. 
Opportunity to get incremental sales increases at 
relatively little cost. 
Machinery is used world-wide and is especially adapted 
for use in developing countries. 
One of the few ways the company cam grow with its present 
product line. 
Just starting - no real feel for it. 
Extra sales. Diversification. 
Good business 
Profitability. Preempt markets and help maintain 
dominance in the United States. 
An extension of the marketplace. Growing nations need to 
be serviced. (They look for the same gross profit as in 
their domestic business.) 
The market is attractive especially in West Germany and 
Italy. Computer graphics is a new concept, and the 
company has a competitive edge. 
Increased sales and incremental profits they wouldn't 
have had otherwise. (They designed one product especially 
for the European market.) The dollar devaluation helped 
them to increase their market share. 
Increased business 
It is interesting. The company is able to develop new 
markets and increase profits, and the competition is less. 
Making profits. There are no price controls on exports. 
Their customers are often ready to move faster in the 
United States, but otherwise their market (electronic 
computing terminals does not differ markedly from that 
in the United States. 
The profits are generally better than domestic profits 
even though they ship the same product that they do 
domestically. 
Expanded market. Export sales forced a metric conversion. 
Profits tend to be a little lower. 
Extending the seasons. Profits are as good or better than 
domestic profits 
Credit. Company sells direct and also through agents on a 
commission basis. 
Expensive front end investment. Travel and paperwork. 
Geography for servicing. Co6t of servicing, language 
barriers. 
Fed tape. Mere documentation required. Exchange problems. 
Noticeably more costly. Paperwork more complicated. 
Language problems in both written and spoken word. Problems 
of export-import vary from country to country. Crating and 
the protection of the product from rust and damage. 
relatively troucle free. 
Financing and credit. 
Language. Lack of federal financial assistance. Can't 
compete witil Germany, France, England, and Italy financial 
package wise. Tne Export-Import Bank is not as helpful as 
it was. 
Japanese and Western European competition and the 
Massachusetts tax structure. 
No more proolems than any other business once you know the 
routine. 
It is not clear that the returns are equal to the blood, 
sweat and tears required. 
Lack of people on the staff to pursue the opportunities. 
The president has the ideas, but has difficulty instilling 
his enthusiasm in his subordinates. Agency selection, 
(Department of Commerce helps here). Language. 
Financing until EXIMBAIiK guarantees. Maintenance of equip¬ 
ment abroad - must train nationals. Payments. Custom 
valuation. Foreign exchange problems. 
Political upheavals in Spain and Portugal. The bankruptcy 
of one distributor. 
Markups. 
Minor only. Snipping - they use containers and pack their 
own. 
Paperwork, letters of credit. Th$ time involved because of 
the distance usually slows down the process. 
They have opened the eyes of potential competitors as well 
as potential customers through participation in trade fairs. 
The cost and strain of dealing at a distance. 
Export papers and documentation 
Orders are more costly to process. 
Communications. Time involved in paperwork. 
155 
BENEFITS I 
Allows an almost unreasonable amount of foreign travel at 
company expense. 'asic business reason for travelling is j 
to discuss problems with customers and agents. Profit is 
high. 
Increased volume, and this has a significant effect on 
profits*because of a high breakeven point. 
Profits 
Increased sales. Exports may rise from ten to twenty 
percent of sales in 19?i>. Canada and Brazil are growing 
by leaps and bounds. 
Increased sales volume and higher profits 
Extra sales volume 
PROBLEMS 
Ho problems. 
Each market is different, and you have to know and under¬ 
stand each one. Product differs from country to country, 
especially in Europe. Risk. 
Hone in particular. Overseas agents are really distributors 
who take title and so absorb the proolems also. 
Piper ;ork ar.d collections. He feels that the banks takes 
advantage of him by using his money for thirty to sixty days. 
He feels that licensing may help this. 
Paper work and shipping. Communications from a distance. 
Hone to speak of. His customers are usually the foreign 
subsidiaries of American corporations, and the American 
parent acts as the purchasing agent. 
NON-COMMITTED EXPORTERS 
BENEFITS PROBLEMS 
Increased sales Paperwork and problems in communications, i.e., language 
and drawings which are hard to decipher. 
Extra sales European companies that get subsidies for export sales 
hurt when they meet them in the market. Paperwork. 
Increased sales and profits Being able to sell competitively against European and 
Canadian firms because of sales tax, duties, and wage 
differentials. 
Corporate image, i.e., international company, 
volume which permits large supply purchases, 





Locatin. viable outlets. Pricing product competitively. 
Language. 
Extra sales. No one can do 
can do. 
the precision machining they Hone. 
High profits I Orders are too small to service properly. Payments, 
language problems. Packaging. 
Increased sales volume at a 
domestic business. 




"hoy had trouble with the export agency they used. Paper¬ 
work. Collections. Import licenses - takes six months in 
iTazil. In some countries they have to deal with govern¬ 
ment monopolies. They feel that it really needa a special 
peroon to handle export business, and this is difficult to 
Justify in a small company. 
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